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This is no time te neglect the repairs and improvements that are needed to 
safeguard the health of the family...to save man-hours of precious time...to 
prevent depreciation...to conserve fuel through effective home insulation. 


YOU CAN BEST MEET THESE NEEDS WITH Needed home repairs are conservation measures. 


Help your customers get the most for their money 
by making repairs and replacements with CAREY 

MONEY-SAVING 
UILDING PRODUCTS 


long-life, low-upkeep ma- 
terials. For details, 
address Dept. 11. 
.a wide variety of building products of un- 
surpassed quality ... rock wool insulation... 
asphalt and asbestos-cement roofings and siding 
. asbestos-cement wall-board . . . Miami-Carey 
Bathroom Cabinets, and numerous other products, 
all the result of scientific research and long manu- 
facturing experience—all nationally known for their 
outstanding quality and low-cost service. 


THE PHILIP CAREY MANUFACTURING CO. 
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In Canada: THE PHILIP CAREY COMPANY, LTD. Office and Factory: LENNOXVILLE, P. Q. 











HELPING YOUR NEIGHBORS 


THEY NEED THE KIND OF IMPROVEMENTS AND REPAIRS 
THAT SAFEGUARD HEALTH...SAVE TIME...CONSERVE FUEL...PROTECT VALUE 
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“TOP THAT 10% BY NEW YEAR'S” 


Out of the 13 labor-management conferences sponsored by 
the National Committee for Payroll Savings and conducted 
by the Treasury Department throughout the Nation has 
come this formula for reaching the 10% of gross payroll War 
Bond objective: 


1. Decide to get 10%. 

It has been the Treasury experience wherever manage- 

ment and labor have gotten together and decided the 

job could be done, the job was done. 
2. Get a committee of labor and management to work out 
details for solicitation. 

a. They, in turn, will appoint captain-leaders or chair- 
men who will be responsible for actual solicitation of 
no more than 10 workers. 

b. A card should be prepared for each and every worker 
with his name on it. 

c. An estimate should be made of the possible amount 
each worker can set aside so that an “over-all” 
of 10% is achieved. Some may not be able to set 
aside 10%, others can save more. 

3. Set aside a date to start the drive. 

4. There should be little or no time between the announce- 
ment of the drive and the drive itself. 

The drive should last not over 1 week. 

5. The opening of the drive may be through a talk, a rally, 
or just a plain announcement in each department. 

6. Schedule competition between departments; show 
progress charts daily. 

7. Set as a goal the Treasury flag with a “T.” 
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The eves of all 
America are upon 
the United States 
Treasury Roll of 
Honor appearin 

in the “Payroll 
Savings News.” 

For copy write 
War Savings Staff, 
Treasury Depart- 
ment, Washing- 
ton, D.C. 






S of today, more than 20,000 firms of 
As sizes have reached the “Honor 
Roll” goal of at least 10% of the gross 
payroll in War Bonds. This is a glorious 
testimony to the voluntary American way 
of facing emergencies. 


But there is still more to be done. By 
January ist, 1943, the Treasury hopes to 
raise participation from the present total 
of around 20,000,000 employees investing 
an average of 8% of earnings to over 
30,000,000 investing an average of at least 
10% of earnings in War Bonds. 


You are urged to set your own sights 
accordingly and to do all in your power to 
start the new year on the Roll of Honor, to 
give War Bonds for bonuses, and to pur- 
chase up to the limit, both personally and 
as a company, of Series F and G Bonds. 
(Remember that the new limitation of pur- 
chases of F and G Bonds in any one calen- 
dar year has been increased from $50,000 
to $100,000.) 


TIME IS SHORT. Our country is counting 
on you to— 


“TOP THAT 10% 
BY NEW YEAR'S” 
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The Southland is the Home 
of the Hardwoods 


With its millions of acres of growing hardwood timber, the southland 


will always be a dependable source of choice hardwood lumber. 


The wide variety (over a hundred species of trees) provides a just- 


right wood for EVERY need. Here are woods ideal for trim, walls, 


panels, ceilings and floors—for finest furniture, radio cabinets, mill- 


work—for truck bodies, machine parts—for countless factory uses. 


The producers and distributors listed below supply Southern Hard- 


woods in standard grades and sizes, or fabricated in any form 


needed. 








Anderson-Tully Company 
General Offices: Memphis, Tenn. 
For 49 Yrs. Mfrs. Southern Hardwoods—Gum Ply- 


wood. Semi-Finished Hardwood Dimension, Oak 
Firg., Short Leaf Yellow Pine. 5 Modern Band Mills. 


Angelina Hardwood Company 
Sales Office: Lufkin, Texas 


Mills at Ewing, Tex. and Ferriday, La. 
Louisiana Red Cypress and Southern Hardwoods. 





Nickey Brothers, Inc. 


Memphis, Tenn. 


Flooring—Veneers—Hardwood—and _ entirely new 
Pine Planing Mill Mfg. Quality Dimension & Boards 
Member of NOFMA—SPIB—NHLA—Ven. Assn. 


J. E. Stone Lumber Company 


Nacogdoches, Texas 
Southern Hardwoods — Band-Sawn — Lignasan- 
Dipped — Can Kiln-Dry — Short Leaf Yello 
Pine — Planing Mill Facilities. 





Woods Lumber Company 
Memphis, Tenn. 


2 Band Mills—Lignasan-Dipped Hardwoods 
“FROM WOODS to CONSUMER” 





Chicago Mill and Lumber Co. 
111 W. Washington St., - Chicago, Ill. 
Since 1881 


Band-Sa Delta Hardwoods and Cypress 
Operating Four Modern Band Mills. 


Breece-White Manufacturing Co. 


Eudora, Ark. 


Manufacturers of All Southern Hard 
ay Mississippi River nw ~ 


iliow. All lumber shipped dry and bright, 


J. M. Jones Lumber Company 


Natchez, Miss. 
Mfrs. All Southern Hardwoods and 
cide-Dipped. Planing Mills and Dry 
Stock, 12 Million Feet. 





ress—Dowi- 
ns. Normal 
Also Yellow Pine Boards. 





-E. Sondheimer Co. 
Sondheimer, La. 


Manufacturers Southern Hardwoods and Louisiana 
Cypress. Slack Barrel Cooperage. 
Serving the Trade Since 1872 





Chapman & Dewey Lumber Co. 
Memphis, Tenn. 


Manufacturers for 50 Years of Famous St. Francis 
Basin Southern Hardwood Lumber and Oak Flooring. 
Mills at Marked Tree, Ark. 
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Eastman-Gardiner Hardwood Co. 
Laurel, Mississippi 


Manufacturers of Southern Hardwoods and Yellow 
Pine. 22 years of satisfactory service to the trade. 


Miller and Company, Inc. 


Jackson, Tenn. -- 43 E. Ohio St., CHICAGO — Selma, Ala 
Operating 5 Bandmilis, producing practically 1 
Seb ae a 
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Reynolds & Manley Lumber Co. 
Savannah, Georgia 
Mfrs. Southern Hardwoods, Pine, Coast Type Red Cypress. 


Can grade- & trade-mark. Planing Mills, Modern Dry Kilns. 
5 R. R. connect’ns. Prompt water shipm’ts, foreign, coastwise. 


Augusta Hardwood Co. 
Augusta, Ga. 


Mfrs. High-Grade Band-Sawn | Pl Millis 
Pine . . Hardwood . . Cypress Dry ns 


Air-Dried Roofers . . Timbers 
Pine Plume Lumber Company 
Bell Bidg., Montgomery, Ala. 
Mfrs. Southern Hardwoods, air- or kiln-dried. 8 


cializing in Kiln-Dried Poplar; also Mixed Cars, with 
Yellow Pine. Serving the Lumber Trade since 1899. 











Louisiana Central Lumber Co. 
Clarks, Louisiana 
Band-Sawn Forked Leaf White Oak, Che Bark 
d Oak, Red Sap Gum, 


and oplar, Cypress, 
Oak Flooring. Mixed or Car Lots. 





Wax Lumber Company 


Woodville, Miss. 


Manufacturers Band-Sawn Hardwoods and South- 
ern Pine. im Cherry 7 Red ik, 
Magnolia Poplar. Annual Cut, 20 million feet. 


McGraw-Curran Lumber Co. 


Yazoo City, Mies. 


Band-Sawn Southern Hardwoods. Sp in 
Deeg Swamp Cypress, Cherry Bark Red Oak. ita 
Red Gum and Tupelo and the famous Yazoo Beech. 


C. W. Parham Lumber Company 


1007-8 Farnsworth Bidg., Memphis, Tenn. 
Manufacturers of Southern Hardwoods and Cypress, 
Specializing in Beech and Poplar. All Lignasan- 
Dipped. Band Mill at Meridian, Miss. 
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LUMBER HAS A 
THOUSAND USES 
IN THE WAR 


Lumber HAS gone to war. Keeps right on doing 
its part in a great big way. The armed forces and 
war industries are constantly finding new ways to 
make use of wood in vital war production. They're 
calling for more lumber, and the lumber is coming 
through. 


And so, with America moving faster forward on 
the battle line, the lumber industry goes into the 
New Year with saws singing louder. 


J. Neils Lumber Company, its sales representatives 
and all members of the Neils organization, send 
New Year Greetings and Good Wishes to all in the 
lumber industry. 


We're here on the war production line turning out 
the lumber for the needs of U.S. A. We'll be here 
ready to start producing for our regular customers 
when the Day of Victory comes. 


J. Menus Lumeer Co. 


POKTLAND, OREGON, American Bank Building 
CHICAGO, ILLINOIS, 308 West Washington, Paul Curtis 
NEW YORK CITY, 295 Madison Avenue, LeRoy Johnson 

MINNEAPOLIS, MINNESOTA, Midland Bank Bldg., J. C. Roche 


SALES REPRESENTATIVES: 


M. W. Christle, Box 1387, 
Great Falls, Montana 


Noll Welty Lumber Co., 
Kansas City, Missouri 


Cowan & Cowan, 
Waterloo, Iows 


Henry Schoknecht, Plaza Hotel 
Milwaukee, Wisconsin 


Proudfit-Prestegaard Lbr. Co., 
1074 Terminal Bidg., 
Lincoln, Nebraska 
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Mr, Spokane Pine 
Frame Says: I'm a 
=a snug- 
fitter. 
I keep 
OUT 
the cold 
and 
wind 
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Frames 


For War Projects and Defense Houses 


If you are handling war construction materials, 
find it advantageous to handle these Knock-Down Frames 


you'll 


and Trim. Meeting the very special requirements of war 
construction projects, made of choice selected kiln-dried 
Idaho White Pine and Ponderosa, they have the outstand- 
ing refinements and betterments that distinguish the prod- 
ucts of this manufacturer. We now are equipped to serve 
all who desire these products for war projects. Send de- 
tails and specifications and we will quote prices. Address: 
Spokane Pine Products Co., Spokane, Wash. 


Long Lake Lumber Serving in War 


The mills of Long Lake Lumber Company are in top-speed 
production of war lumber. Lumber for direct military 
needs and for defense building. They’ll be on this all- 
important job so long as needed — until U. S. wins the 
Victory. 





License? TOXIC—PRESERVATION Members 


"“[TAPPROVED |] NationalDoor Mfrs. 
DOOR MFRS. ASSN. Association 














NATL. 








Spokane Pine Products Co. 
Long Lake Lumber Co. 








Spokane, Washington 
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Here Are the Hardwoods for 1943 


Here are the famous Appalachians, with their the RIGHT wood for every hardwood need. Cut 
superfine quality, beauty and durability. Ideally from choice timber, scientifically seasoned, manu- 
they meet the new-day needs in building construc- factured in modern mills, by modern methods. 
tion and industrial uses. Oak, Poplar, Chestnut, The firms listed on this page supply these better 
Maple, Birch, Beech, Ash, Basswood, Butternut— Appalachians in all grades and sizes. 


D. D. Brown..................Elkins. W. Va. West Virginia Lbr. Co........Elkins, West Va. 


Mfrs. Band and Circular 2 West Virginia Appalachian Hard- West Virginia Hardwoods — Air-dried, kiln-dried. Rough, 
woods—Kiln-Dryin Planing Mill Facilities—Oak and Dressed or Resawed. Appalachian Oak and Maple Flooring. 
hon” Flooring. Est. 1880 
‘ — : .. “Wood-Mosaic Co., Inc........Louisville, Ky. 
The M. B. Farrin Lbr. Co... .Cincinnati, Ohio “Parkay” Ready-Finished Hardwood Flooring, Lumber. 
Kiln-Dried and er > Appalachian Hardwoods. ‘Century’ Veneers, Dimension. 


and Maple Flooring. 


*Stearns Coal & Lbr. Co.........Stearns, Ky. a a : manele canes , 


Appalachian Hardwoods, Hemlock and White Pine. Poplar and Oak, Maple, Basswood, Ash, Hemlock and Pine. 
Mills at Haddix and Madisonville, Ky. 


May Hardwood Co...........Louisville, Ky. *Saluda River Lbr. Co.......Cleveland, S. C. 


ema | a SR yy yy re. Manufacturers Band Sawn Appalachian Hardwoods. Hemlock 


& Yellow Pine. Famous ‘‘Caesarshead’’ Mountain Hardwoods. 
Planing Mill Facilities. 


*Moore, Keppel & Co......Ellamore, W. Va. 


Band-Sawn hy yy Hardwoods. *McCracken & McCall, inc... . Lexington, Ky. 
a Appalachian jigrdwoods ds aa POPLAR BEVEL SIDING 
*Morrison, Gross & Co.........Erwin, W. Va. a ae ey eee ati 
Li -d West Vi Hardwoods. Band Mill, D ° 
eer Eee 'v  *Tennessee-Eastman Corp....Kingsport, Tenn. 
is ‘ Specializing in White Oak and Yellow Poplar from the famous 
*Mowbray & Robinson Lbr. Co..Cincinnati, Ohio limestone belt in the Appalachian mountains. 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Appalachian Hardwoods. Maple and Ock Kitchen Lbr. Co...............Ashland, Ky. 
ooring. 
Manutacturers of a Hardwoods, principally Poplar. 


*M. E. Crisp Lbr. Co..........Welch, W. Va. Maple and Beech. 


West Virginia and agg 4 Appalachian Hardwoods, Oak, 


Poplar, Beech. Maple, Ash, Hickory, Chestnut and other Hutton & Bourbonnais Co.. .Hickory, N. C. 
erdweeds. Al seciities. Soft-textured Appalachian oak, FF ny I Legg = pinus 
*Pardee & CurtinLumberCo. . Clarksburg, W.Va. cuehes Wie pine. Siaming Stine, Sex Satery. 
Manufacturers of A oo Hardwoods, best quality, virgin . 
growth, soft texture. Double band Mill, Dry Riln and Sar. “Vestal Lbr. & Mfg. Co......Knoxville, Tenn. 
facer, Bergoo, W. Va. All Appalechion )  Havdweede— ztin dried. and Dressed. 
e an ie, Tenn. 
Panther Hardwood Lbr. Yd. . Huntington, W. Va. 
P. O. Box 233 *P pe ° 
a Bringardner Lumber Co......Lexington, Ky. 
Path Fork, KE _ a) me Kentucky 
° > e . t er. 
“Glaery River Boom & Lbr. Co..Philadelphia, Pa. ae Pore 
Mills, Mill, Dry Kilns at Richwood, W. Va. Spruce, * H 
wile i Sabeeein, Flooring, Mouldings, Trim, Standardized W. M. Ritter Lbr. Co....... . Columbus, Ohio 
Paneling. Mixed cars. Deere al Boat Oe as 
te) 


— 
Min Fansus Seiseo” BrondAppeiccion Moria ara Otwr Huntington Hardwood Co..Huntington, W. Va. 


Hardwoods. Manufacturers of Appalachian Hardwoods 


American Black Walnut our Specialty. 
*The Mower Lbr. Co......Charleston, W. Va. 


West Virginia eee bn Kiin- dried, Rough or J. B. Belcher. eeeeee ee eee 8 . Bluefield, W. Va. 
urface 
Mills: Omar. Marmet, Cass, Colcord and Pettus, W. Va. Appalachian Hardwoods, Air or Kiln Dried. 


~—nenee i Se Passes: ong titre ga *Meadow River Lbr. Ce......Rainelle, W. Va. 


Can Surface, Kiln-Dry and Resaw. Manufacturers of West Virginia Hardwood Products. 





*Member Appalachian Hardwood Manufacturers, Inc. 
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Presenting the American Lumberman Guide to [| i | 








ARTICLE TITLES 


I. 
é. 


Making Paint a Part of 
Every Sale 

Fitting the Paint Stock 
to the Local Market 
The Principles of Paint 
Department Layout 
Successful Paint Promo- 
tion and Advertising 
The Technique of Han- 
dling Paint Customers 
Training the Staff to Sell 
Paint 

Extra Profit Paint De- 


partment Accessories 









































A SERIES OF SEVEN ARTICLES 


Wartime restrictions upon the sale and use 
of numerous items of merchandise which in 
normal times provided much of the sales vol- 
ume of the average lumber and building ma- 
terials dealer have dictated the need for a 
diversification of a lumber dealer’s stock and 
increased concentration of effort upon the sale 
of relatively unrestricted items. 


Because the possibilities of paint salesman- 
ship in every town are tremendous, and be- 
cause many of these possibilities have here-to- 
fore remained untapped by many building 
materials dealers, the American Lumberman is 
now devoting an entire series of seven articles 
to this subject of paint salesmanship. 


It will in truth be a ‘Guide to Paint Profits.” 
Before the series is finished a reader will know 
where he can find markets for paint which will 
yield as much profit to his business as his car- 
load sized lumber sales for homebuilding pur- 
poses formerly did. Furthermore he will learn 
how to attract this business to his own yard. 


So the American Lumberman is pleased to 
present its “Guide to Paint Profits,’”’ the first 
installment of which begins on page 14 of this 
issue, as a service to its readers and to the in- 
dustry. The title of the current article and 
those of the six to follow indicate quite ac- 
curately the type of material which is to be 
presented. 


Turn to Page 14 for First Article of Series 
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LET’S GIVE 1943 TO AMERICA 


The New Year's babe of 1943 is approaching the American doorstep with an 
expression of determination uncommon to one of his youth. He knows, and the 
World knows that America’s great factories are working night and day; that the 
American soil is giving up vast quantities of its resources; that Americans are 
more fully employed than they have been for more than a decade. Yet all of 
us also recognize that in a real sense the production of wealth-giving things, of im- 
plements of constructive living, is as close to an absolute standstill as it has ever 
been in the century and one-half of this country’s existence. Our all-out effort 


has destruction as its soul aim. 


None of this is as Americans want it to be. The thought in itself is enough to 
make one sick at heart; and the rectification of the fact cannot be even a hope 


until the great conflict is concluded. 


There is the key to all of our hopes—the hastening of war’s end. United effort 
is the only solution; every American working toward that great day when peace is 
made. 


So let each of us give 1943 to America. Surely we can afford to dedicate just 
one of our alloted three score years and ten to the Nation that has afforded us the 
freedom to live as self-respecting individuals. lt will indeed be a stimulating ex- 
perience to utterly gear ourselves to the advance of a cause or program not strictly 
or immediately centered on our own well-being; to judge every contemplated 
decision, every expenditure of effort or money, every action in 1943 by the stand- 
ard “will this be helpful or detrimental to my country’s war effort?” 


We can win and we are winning the war without the help of a considerable per- 
centage of our people, but its length and its cost will be in ratio to the extent of the 
participation of the total population. 


Let's give 1943 to America! 
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struction to the best advantage on today’s war 
housing construction and on postwar homes for 
private owners. Phone, wire or write. The Upson 
Company, Lockport, New York. 





Upson Quality Products are Easily 
Identified by the Famous Blue-Center 
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Expect more shifts in the produc- 
tion and allocation pattern; some hit- 
ting our industry at least indirectly. 
We've entered the “American phase” 
of the war, with the United Nations 
beginning to take the offensive. This 
calls for different kinds and amounts of 
munitions. Armed forces just now are 
asking for bombers, fighting ships and 
cargo vessels. 


This affects allotments of raw ma- 
terials ; both in kinds and in quantities. 
Officials are estimating possible cuts in 
leading lines of manufacture that will 
still leave civilian economy functioning. 
These maximum cuts, you understand, 
are not necessarily intended now. The 
maximum may not be made at all; will 
not be made unless necessary. The 


estimates are for future guidance. 


For example, officials estimate that 
hardware can be reduced by eighty per- 
cent, using total present stocks as a 
base, and still allow civilian economy 
the bare minimum amounts needed to 
function. Furniture, measured in the 
same way, could stand a fifty percent 
cut. However, bear in mind that not 
every line of civilian goods will be cut 
to the minimum. Most of them will 
be cut; some of them seriously. But 
cuts will be made only if necessary and 
only by the necessary amount. 


Control agencies are developing 
efficiency; are learning how to work 
with business men. Earlier over-all, 
shotgun policies of reduction, needed to 
get the industrial change-over going in 
a hurry, no longer prevail. Estimat- 
ing information, needed to plan the in- 
dustrial pattern as a whole, is said to 
be from 75 to 85 percent complete and 
accurate. The uncharted percentage is 
largely in the field of repair and main- 
tenance items for industrial machinery, 
apartment houses and the like. 


There's no avoiding changes in 
munitions demands, as the war pattern 
shifts. But government is making 
strong and _ increasingly — successful 
efforts to keep all plants, materials and 
labor in use. 


Memory ftickler: A commercial 
motor vehicle may not lawfully be oper- 
ated after Jan. 15 without an endorse- 
ment by an approved tire inspector on 
the vehicle’s Certificate of War Neces- 
sity. After that date, commercial ve- 
hicles must be presented for tire inspec- 
tion at 60-day or 5,000-mile intervals, 
whichever occurs first. 
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MANAGEMENT 
UIDE POST 


A page of vital infor- 
mation and comment 
digested for busy lum- 
ber and building ma- 
terial executives. 





Truck operators may appeal to the 
ODT for supplemental certificates to 
bring mileage and fuel allowances into 
line with actual needs. These appeals 
are handled by ODT district offices. 
Farmers should file appeals through 
the Farm Transportation Committees 
of the Department of Agriculture 
County War Boards. 


OPA has amended the services 
regulation to make the maximum price 
charged for a commodity when sold in 
connection with a service the same as 
the maximum price fixed by a specific 
regulation for the same commodity 
when sold by itself. A pane of glass, 
for instance, carries the same price 
whether or not the seller sets it in the 
frame. He may charge for the service 
of setting it; but the glass itself is the 
same price in either case. 


Crossed-fingers prediction: Retail- 
ers should soon find it easier to get 
construction lumber; but this doesn’t 
necessarily include “companion” ma- 
terials. Those who should know are 
saying it isn’t smart to grab at off- 
grade lumber just to have something 
in the bins. Better ask for shipments 
on grade. 


Rumors are that only microscopic 
amounts of steel will be allotted in °43 
to civilian uses ; will have an important 
bearing upon possible relaxing of rules 
for non-war construction. 


An official release, mentioned in 
an earlier issue of this journal, that 
repairs and maintenance materials 
would receive an AA-1 rating, seems 
to be something of a mystery. This 
page, so far, has found no official who 
admits knowing anything about it. 


Still too early to estimate the suc- 
cess of efforts to convert existing build- 
ings to war housing. Reports at the 
moment are that of 621 properties 
offered in New Jersey, New York and 
Pennsylvania 559 have been accepted 
and turned over to HOLC for conver- 
sion. 


Director Weiner, of OCS, says 
concentration and_ simplification of 
consumer goods will be well along 
within six months; adds that a “turn- 
around” period in which manufacturers 
can make the change is “extremely im- 
portant”. Seasonal factors and other 
normal influences in civilian trade will 
get consideration. 


Department stores in Washing- 
ton, charged with price violations, are 
said to welcome the chance to prove 
that the thirty-five or so regulations 
under which they operate are compli- 
cated and even contradictory ; that com- 
plete compliance is virtually impossible. 


Chairman McNuff#, of Manpower, 
has a somewhat better chance to suc- 
ceed in this hard public-control job. 
But Manpower is not yet out of the 
woods. The Commission is trying 
common-sense adjustments before us- 
ing its authority to push people around. 
The United States Employment Serv- 
ice is the No. 1 tool; needs to be ex- 
panded and strengthened. But until 
military manpower estimates are estab- 
lished, itll be guess work to fix up 
formulas for farm and industrial labor. 


Should a genuine over-all man- 
power shortage develop, expect it to 
be met by the employment of women. 
More than half a million additional 
women have entered industry during 
the past year. 


_. MAKING 


The 1943 sales and profit outlook for 
the retail building materials dealer, if 
based upon the experience of the final 
quarter of 1942 suggests that the time 
for careful analysis of remaining profit 
possibilities has arrived. The success 
of a business during the trying months 
that lie ahead is going to be determined 
in large measure by the flexibility of 
that business and of the thinking of the 
men who are at its helm. 

Where do we go from today’s posi- 
tion? It seems clear that security and 
progress are wisely sought now 
through diversified sales efforts. Profits 
and expenses must now come from in- 
creasing sales volume, and that puts 
increased tasks of advertising and per- 
sonal selling promotion right down on 
the lumber dealer’s desk. More pres- 
sure is indicated for old lines available 
in supply and new items of merchandise 
can be added. 

A recently completed 
articles entitled “The AMERICAN 
LUMBERMAN Portfolio of Wartime 
Sales Opportunities” for building ma- 
terial dealers has met with enthusiastic 
response which indicates it was helpful 
to dealers trying to do these two things. 
Because paint offers so many opportu- 
nities to lumber dealers which are for 
the most part untapped, the AMERICAN 
LLUMBERMAN is bringing to its readers 
in addition to the wartime sales oppor- 
tunity series, a complete and detailed 
program for building an average lum- 
ber dealer’s paint department into a 
highly important phase of his business. 
This is the first of a series of seven 
paint articles. 


series of 


The importance of the series is dem- 
onstrated by total 
Although a large number 
of lumber dealers have always sold 
paint, specialized paint stores have 
found sufficient market for paint and 
paint products untouched by the lum- 
ber dealer to make it profitable for 


consideration of 
paint sales. 
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PAINT 


The FIRST of 
Seven Chapters 
in the American 

Lumberman’s 

Guide to Paint 

Profits 





them to go into business in the same 
town. Principal reasons for the paint 
store’s success are (1) the market for 
paint is tremendous, (2) the lumber 
dealer was not fully aware of it and 
therefore did not serve it adequately, 
(3) the paint store, not being tied to a 
railroad siding, located in the main 
shopping district. 

l_umbermen who have been absorbed 


in the technical details of building 


(spurred by the profit possibilities of 
carload sized lumber sales which are a 
part of building) will be-learning that 
the profit resulting from a large paint 
sale or from teamwork with a single 
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A PART OF 


painting contractor is equally attrac- 
tive. 

Paint manufacturers’ sales, advertis- 
ing and merchandising men, all inter- 
ested in the welfare of the dealer selling 
paint, agree on one simplified success 
formula for paint merchants. The 
essentials they name are: (a) Adequate 
Stock, in kind, quantity and brand. (b) 


A Good Location. (c) Get An In- 
formed Paint Man, or become one 
yourself. (d) Never-Ending Sales 


Promotion. 


The Paint Market 


The paint department has taken on 
new importance. There is no shortage 
of paint despite some nuisance prob- 
lems manufacturers have with new 
containers, slower transportation and 
restriction of a few little used colors. 

But look at the 1943 market! Now 
people have the money to buy paint. 
War employment has shifted thousands 
to new and old houses. People shifted 
to new homes take more interest in 
home and garden, having exchanged 
old ties for new. Travel by automobile 
and public conveyance is limited. Com- 
petition for dollars spent for luxuries 
and conveniences has been pretty stiff, 
but reduced output of old attractions 
like the automobile, radio and refrig- 
erator releases a larger share for paint, 
repairs and remodeling. 

Have you sensed the vastness of the 
repairs and remodeling program? To 
provide more housing units in defense 
areas there is great reason for the use 
of private funds in this direction. Gov- 
ernment funds are available for taking 
over large old homes and other build- 
ings to be converted into apartments. 
There is repair and remodeling of un- 
rented retail store buildings and even 
highway gasoline stations. Remodel- 
ing of homes to get more rooms by 
subdividing very large rooms, complet- 
ing attic space and enclosing of open 
porches is under way. All of these 
operations call for a great deal of paint, 
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EVERY SALE 


enamel, stain, varnish, wax and other 
paint stock supplies. 

The production of painting materials 
has increased steadily year after year, 
yet it is generally thought that only 
about 25 percent of the homes of the 
Nation have been adequately painted. 
Getting down to cases in your own 





community, the market for painting 
materials counts up like this, in round 
numbers : 


PAINT REQUIRED FOR APPLI- 
CATION OF TWO COATS 


A small home requires about 4 gal. 
OF GS OUR «one ewe csi A $12 sale 
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A six room home requires about 10 
gal. of $3 paint........ A $30 sale 

An eight room home requires about 
15 gal. of $3 paint...... A $45 sale 

A town church of wood, stucco or 
brick takes >0 gal, of $3 paint.... 

A $150 sale 

One standard school room requires 


about 9 gal. of $2 paint. A $18 sale 
A retail store room takes about 7 


Dope 8 eS 6 28046 OS 0% 0 49: 0 


gal. of $3 paint........ A $21 sale 
The market for interior finishing ma- 
terials is usually underestimated. 


The significant facts are that interior 
surfaces are refinished with paint, 
enamel, stain, varnish two to three 
times for every time the outside is 
painted once, and there is two times 
the area of surface inside of a house 
as on the outside. A six room house 
measures about 5,000 square feet out- 
side, excluding the roof, and about 
10,000 square feet of inside walls, 
ceilings and floors. The carpenter, 
mason and plumber may finish and 
leave a house for five years or more, 
but the painter never finishes; in a 
year or two he is back working on the 
inside surfaces. 

Unusual remodeling and repair ac- 
tivities about home structures next 
year is bound to be reflected in like 
undertakings by local merchants to 
modernize their stores and remove the 
signs of wear and tear accumulated 
these past few years when economy of 
operation has been the guiding prin- 
ciple. The doctors, barbers and beauty 
shop people most likely will catch the 
same spirit. There is reported in- 
creased interest in the churches and 
that means repairs and painting long 
overdue. Local factory managers are 
quick to anticipate tax deductions 
arising from necessary maintenance 
and so the sale of paint for office and 


The paint market: the amateur brush 
wielder, the local church, the war hous- 
ing project, the farm, the school, the 
retail shop, and (on the cover) the paint- 
ing contractor. 
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le »¢ yked. 
The Home Market 


Over the years it has been common 
knowledge in the paint industry that of 
the total production of paint, enamel 
varnish, stains and other coatings 
about one-third has been purchased and 
applied by home owners and other ama- 
teur brush wielders, one-third by pro- 
fessional painters and one-third by 
manufacturers for factory finishing of 
furniture machinery, sewing machines 
That makes 
the home market loom far more im- 
portant than the impression given by 
sales of pints and quarts from your 
shelves would indicate. 

Undoubtedly 1943 will see an in- 
crease of this market with all the re- 
pairing and remodeling work projected 
and with some shortage of building 
tradesmen in the armed services. 


buildings should not be over- 


and other merchandise. 


Painting Contractors 


The one-third of the production used 
by painters is a huge market hardly 


touched by many lumber dealers. 
These men buy five and ten gallon and 
barrel lots. Over the season, total 


gallonage is astonishing even when you 
are supplying only a few painters. You 
can get that business if you come to 
know the stock they want, post your- 
self on prices and the discount struc- 
tures in the trade and apply your 
knowledge of handling the credits rea- 
sonably. These men not only use vast 
quantities of paint but their daily con- 
tacts in homes put them in a position 
to influence the paint buying habits 
of many people. More about how to 
reach this market in a later article. 
Carpenters 

The jobbing carpenter is a promis- 
ing market for paints, stains, enamels 
and varnishes which with but little ef- 
fort you cannot fail to capture. True 
enough, many of them do not like to 
paint the repair jobs they do but they 
are easily persuaded. It is additional 
work for them and more convenient 
for their customers, especially when 
painters are rushed on larger jobs. 
When the carpenter comes for doors, 
sash, screen stock, shelving, flooring 
and the like, it is not difficult to sell 
the paint or other finishing materials 
required to complete the job. 


Home Workshop 

Ievery home workshop in basement 
or garage has its shelf of many cans 
of paint, varnish, enamel and _ stain. 
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These hobby enthusiasts, amateur car- 
penters and tinkerers with arts and 
crafts consume an amazing amount of 
paint. 


Farm Market 


The crying need for paint on the 
farm has been the theme of sales plan- 
ning for years. More paint and enamel 
is used there than may be apparent by 
looking at a tenant farmers’ build- 
ings. And from now on, with farmers 
putting out huge crops at parity prices, 
the farm income makes feasible expen- 
ditures never before possible. There 
no longer is any difference in wants, 
styles, mode of life and education be- 
tween farm and city families. Town 
homes are better painted than farm 
buildings but some paint dealers are 
going to sell the materials this year 
that will equalize this condition. 

How far-reaching is the market for 





paint in any locality you never know 
until a systematic analysis of it, and 
sales effort reveals the facts. Some 
dismiss without effort the idea of sell- 
ing local manufacturing plants, like- 
wise the schools, theaters, hotels, coun- 
try clubs. Garages buy automobile 
enamels for touch-up and repainting 
cars and trucks. Manual training teach- 
ers use paints and influence sales to 
students. Arts and craft workers, 
window trimmers and merchants buy 
paints. 

The market for sale of accessories 
and supplies to painters and home 
owners may look like “small potatoes”, 
but is it? The profit margin is good 
and the annual sales volume surprising 
on such items as brush cleaners, wall 
paint and wallpaper cleaners, floor 
crack fillers, sizing glue, washing pow- 
ders, decalcomania and stencil designs. 
Tools like brushes, putty and scraper 
knives really sell. 
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TIN CANS... 
WOODEN CRATES... 
or PAPER BOXES 


The prefabricated house has bucked 
public opinion for ten years. In the 
early years of the last decade it was 
hailed as the new industry which would 
lead us out of the depression. It failed 
in this role, but war’s urgencies found 
the industry able to take on the respon- 
sibility of providing homes for thou- 
sands of workers. Its signal success 
can not be overlooked. We can not 
wear blinders and remain smugly safe 
in the thought that the people will al- 
ways want houses different from their 
neighbors’, and that therefore prefab- 
rication will have no effect on the re- 
tail lumber dealer. 

The prefabrication of homes has 
been in the same category as moon 
rockets and death rays. But the builder 
of moon rockets hasn’t gotten any- 
where. For years small groups of men 
have been working on prefabricated 
houses, designing, experimenting, 
building, always facing an unsympa- 
thetic public. Men of wealth have put 
whole fortunes into the idea, others 
have remained in poverty in the tradi- 
tional American inventor fashion. In 
some cases war housing has come as a 
loon to those who have spent the long 
years; in others men entirely new to 
the field have been successtul. In at 
least one instance a man of long years’ 
experience and plenty of money is still 
unsuccessful in getting into production. 

This pattern of development seems 
to parallel those of the automobile and 
airplane industries, as far as it goes. 
As yet the prefabricated house has not 
had the whipsocket removed from the 
dashboard. It is not generally realized 
that the “kute kolonial kottage” is no 
more the pattern for modern housing 
than the ox-cart is for the automobile 
Nevertheless there are hints that fu- 
ture developments will be healthy, 
though even these hints may be arti- 


ficial sparks of life sustained by war 
needs, only to die with the peace. 
But if prefabrication as we now 


know it does not carry through some- 
thing else will. It is inconceivable that 
things will be the same as before the 
war. We are not fighting this war 
merely to maintain what we had. The 
war’s considerable impact would jolt 
the status quo even though its cost did 
not demand a much greater return. 
This war must bring food, clothing and 
shelter to all men, all over the world, 
and they must be fit for human use. 

In our own country are millions of 
people living in squalor and disease, 
using the cast off buildings of last cen- 
tury. Is it because the housing of these 
people has never been considered as 
potential business that humans are 
forced to live in degenerate housing ? 

The automobile, the very factor that 
made the big city, is now working for 
its decentralization. Industries are 
moving to the country. It will not be 
necessary to raze and rebuild our slums 
—for even though rebuilt they would 
still remain slums—we will merely 
abandon them to the non-resident ex- 
ploiting owners who will then tear 
them down to save taxes. For the 
people will have moved to the work, 
and industry has been building outside 
the cities for ten years. 

With a fresh start in new communti- 
ties, health and well-being will make 
producers out of indigents. Housing 
subsidized by industry or government 
would soon become individually owned. 
But it can not be as expensive as it ts 
now’. Means must be found to produce 
this housing. The market is there and 
if the United States of America do not 
contain abilities and facilities enough to 
supply a demanding market they will 
not have won the war! 

This vast industry, whatever form it 
takes, will make new houses available 


to those whose ken never encompassed 
such thoughts, whose hopelessness was 
abject, as well as those who now buy 
cheap old cottages or can rent unin- 
spiring low grade houses. The market 
would be vast without touching the 
so-called custom built market for new 
homes. The influence of such an in- 
dustry will make our present low cost 
homes the new middle cost homes, will 
tend to lower the upper limits. of the 
house market just as the $5000 auto- 
mobile has disappeared. 

The presence of a new sub-strata 
product, high in comfort and conveni- 
ence, will then make the custom prod- 
uct look to its laurels. The slipshod re- 
hash of mediocre stock plans will no 
longer get by. We must produce bet- 
ter houses in all price classes. People 
would always prefer a Crosley to 
Queen Victoria’s carriage with a dead 
horse. 

It seems, then, that the new low cost 
product, be it by prefabrication or site 
fabrication, will have tremendous in- 
fluence on the custom built, higher 
priced house. Perhaps the new method, 
in whole or in part, will infiltrate the 
upper markets. 

The future’s curtain will rise slowly. 
We must rely on previews to form our 
opinions. In some instances the pre- 
views will sound like, may even be, 
ballyhoo. Our previewers must be se- 
lected for their integrity, our commen- 
tators for veracity. In the coming 
months the AMERICAN LUMBERMAN 
will do just that. Men of experience in 
mass housing, manufacturers and 
builders, fabricators and architects, 
subdividers and sociologists, will pre- 
sent known factors. Your minds must 
be supple enough to draw your own 
conclusions. 


A PROLOGUE TO A DISCUSSION OF MASS 
HOUSING COMING IN AMERICAN LUMBERMAN 
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SALVAGE lumber needs 


evidence of real benefits from the AMERICAN LUMBER- 
MAN Lumber Salvage Campaign has begun to arrive regu- 
larly in this publication’s mail. One such letter told about 
the consummation of a deal which calls for the shipment of 
up to a million feet of scrap lumber pieces by an Illinois box 
manufacturer to a firm in Dexter, Mich., which is making 
all-wood safety mats (see Nov. 28 AMERICAN LUMBERMAN, 
page 28). 

Other firms have indicated the availability of short lum- 
ber pieces of various species and specifications, and some 
have voiced their need for short lengths to use as raw ma- 
terial for their products. Look over the following items, 
and write to the Salvage Editor, AMERICAN LLUMBERMAN, 
Chicago, Ill., indicating the number of the one in which 
you have a special interest. 


Available 


Clear Ponderosa pine; sizes from 6x9 inches to 8x10 
inches in 5¢ inch material. Also other smaller sizes in 
3g inch clear. 

2. 

Fir and hemlock: sizes 1x2, 1x3, 1x4, 1x6 and 2x2 to 
2x10 in lengths from two feet to seven feet, and grade from 
No. 3 Com. up to Clears, S45. 


3. 


Short cuts of softwood such as 2x4x15. 


4. 
Maple, Birch, Beech, and Oak; sizes, 534 inches wide 
ranging from 15 to 38 inches long. Grades include Clear, 


No. 1 Com., No. 2 Com. and No. 3 Com. 


Wanted 


Needs crating lumber approximating the following: 1x3 
and 1x4, No. 3 S4S preferred, but can be S25, $35, floor- 
ing or center match. Can furnish an AA-1 priority rating. 

6. 

Can use any of the softwoods in 5g inch or better material 
from which he can cut pieces 124% x 95/16 inches. Also 
softwood 9/32 inch or more thick, which will make the sides 
and bottom of boxes 16% inch long, 121% inches wide and 
95/16 inches deep. These sides and the top and bottom 
can be of more than one piece. 


7. 
Wants 2x2 R/L Rough Hickory ; F.A.S. grade requested, 
or other grade suitable for manufacturing officers’ clubs. 


8. 

Wants No. 3 Com, pine or equal grades. Knots must be 
sound. Five inches wide or wider and 14 inches long. Also 
material up to 12 inches wide and from 13 inches long to 
41 inches long and in between. Also six inch dressed and 
matched material 1314 inches long as well as hardwood 
2x6’s, 24 to 35 inches long. 


9. 
Wants 500 M feet of green oak No. 3 Com., 70 percent 
to be 2x8, six feet long; 30 percent 4x4 four feet long. 
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_.. Shelter 


With buses and street cars being 
used almost to the exclusion of the 
family automobile, the waiting station 
or shelter is appreciated by every 
worker or shopper. AMERICAN LuM- 
BERMAN presents this sketch and work- 
ing drawings for a small shelter which 
could be built reasonably, and entirely 
of salvaged or short length lumber. 
The lumber dealer who would build 
these shelters, placing a small sign on 
each end, would gain the gratitude of 
many prospective customers. 

The sign must be small to avoid 
being an aggressive eyesore which 
would offend. It should read “Erected 
for your convenience by Midville Lum- 
ber Co.” Under no circumstances 
would it be wise to say “By courtesy 
of ”, One is always expected to 
be courteous. 

The shelter illustrated would be 8 ft. 
long, but the same design could be 
made longer by increasing the size of 
the beam which supports the roof. The 
foundation is of wood posts, creosoted, 
at least to the frost line and in localities 
where frost is not deep, at least 30 
inches for anchorage. The sill must 
be securely spiked or lag screwed to the 
posts. Other than the two 4x4 posts 
shown, no studs are necessary as the 
sheathing gives more than enough ri- 
gidity. The ground should be covered 
with crushed stone or if the expense 
would be warranted, concrete. 

The structure should not be painted 
white, as it would soon appear dingy 
and no credit to its sponsor. Use a 
soft gray-green, made with chrome 
green base with a touch of red to gray 
it and a bit of white to soften it. Try 
to get the shade of oxidized green 
copper, then it will be a credit to the 
neighborhood and to you. Or the good 
earthy color of barn red would look 
well, especially if the 4x4 post and the 
roof facias were painted white to give 
the design sparkle. 

Of course the permission of the 
transportation company and of the 
municipality, or property owner if it is 
outside the limits, must be obtained 
before erecting these shelters, but it 
would be very surprising if they were 
not more than milling to cooperate. 

When you have erected a shelter 
send a photograph to the AMERICAN 
LUMBERMAN. . We want to see them. 
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CUMULATIVE STATEMENT OF OVERHEAD EXPENSE RATIOS 
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“T use the right overhead percentage 
so why did I come out wrong on 
profits 7” was the perplexed query of a 
lumber dealer when we handed him 
the annual profit and loss statement. 
Such dealers do not realize that the 
overhead percentage may be right but 
used in the wrong way, a practice dan- 
gerous enough in peacetime and certain 
to sabotage profits today when ceilings 
and other restrictions have slimmed 
margin and made it imperative to watch 
cverhead more critically than ever be- 
fore. 

Two requirements must be met to 
make certain that the right overhead 
percentage is used in the right way 
to give the lumber dealer the right 
perspective on managerial fitness. 

1. Every item of expense must be 
included monthly. 

2. The current year’s overhead fig- 
ure must be used in appraising the 
profitableness of the current month’s 
business. 

Lumber dealers, in the past, have 
been accurate enough in the tabulation 
of ordinary monthly expense, such as 
telephone, rent and light, but they too 
often omitted internal expenses, such 
as deprication, allowance for loss on 
bad debts, interest on investment 
and their own compensation, because 
these internal expenses are not repre- 
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sented by actual outlays month-to- 
month. Many dealers do not draw 
regular salaries, consider the net profit 
their compensation and draw against it 
but make no provision for a definite 
figure for their personal services to 
be included in overhead, hence, they 
chisel themselves when computing the 
overhead on sales. Interest on invest- 
ment, depreciation and allowance for 
bad debts are usually computed and 
entered once yearly. Today, see that 
you pro-rate such expense monthly, 
otherwise, the current month’s figure 
for overhead will be inaccurate. 
Today, wise business men are in- 
cluding a war reserve in overhead to 
cover possible losses due to enemy 
action and the contingencies of a war 
economy. Unless it boosts prices above 
permissible peaks, we suggest that you 
include at least 1% of 1 per cent of sales 
in your overhead as a war reserve, that 
is, % cent for each $1 in volume. The 
added risk you take doing business 
today should be paid by your custom- 
ers and will be if you include a war 
reserve under overhead when comput- 


ing selling prices. Priorities, inven- 


tory control, price ceilings and other 
wartime restrictions have increased the 
overhead ratio per sales dollar for the 
lumber dealer and the only offset is 
to load the overhead with every legiti- 
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mate expense, including a war reserve, 
to get all permissible revenue. 
Remember that despite price control, 
you still can maintain a certain flexi- 
bility in pricing, which should enable 
you to make provisions, within certain 
limits, for the inclusion of all expenses 
end, at least, a nominal profit. Don't 
make the mistake of assuming that be- 
cause prices have been frozen as of 
March that your overhead percentage 
and other operating ratios are also 
frozen, that you can forget everything 
you ever learned about profitable pric- 
ing and function, more or less auto- 
matically, under OPA regulations. 
You still have a managerial job to do. 
ven where lumber dealers include 
every item of overhead on their books, 
many compute it inaccurately because 
they use a figure that is more than a 
year old. How come? They arrive at 
their 1942 overhead expense percent- 
age by taking 1941 sales and overhead 
expense, then use this ratio on all 1942 
volume. For example, if sales in 1941 
were $100,000 and overhead $30,000, 
the ratio is 30 per cent overhead-on- 
sales, so selling prices for 1942 are 
computed on that basis throughout the 
year. But overhead, even in normal 
times, changes from year to year, 
often month to month, either upward 
or downward. Certainly, the ratio has 
“upped” since 1941, hence, those using 
a 1941 overhead percentage on sales 
now, are clipping profits. If such 
dealers were using an inaccurate over- 
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CONTROL-- 
UNDER CEILINGS 


This form supplies an easy and accurate check on monthly overhead and serves for 
comparative analysis. You can start the recording any month and you always have 
a current monthly overhead total to use in computing profit and selling prices, not 
a total that is a year old. There is a column for inserting the overhead percentage 
on sales for both the 12 months total and the current month. Thus you have a 
ready comparison between the current month's percentage and that for the 12 
months just past. You can also compare it, at the top of the page, to the March 
1942 percentage, when prices were frozen, to see how your overhead is heading. 
If the trend is toward higher pecentage of overhead you must take corrective action 
—and using this form, which may be typed on a single sheet for a whole year's 
use, you do not have to wait until the end of the year to take such action. 


head percentage in March when prices 
were frozen, they may have a problem 
on their hands and unless they take 
effective action now, they may lose 
money for the duration. 
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What to do then in order to make 
your overhead on sales keep in line 
with experience figures on profitable 
volume in the past? Prepare a “moving 
total” on overhead, month-to-month, 
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going back only twelve months. For 
example, in October, 1942, use the 
percentage for the period from Novem- 
ber 1941 to October 1942, which will 
give the most dependable figure for 
profitable selling. Each succeeding 
month, move the figure ahead one 
month so that only the previous eleven 
months plus the current month are cov- 
ered in the computation. Without this 
“moving total”, the lumber dealer must 
depend through the entire year on the 
total found the previous year. If the 
current month’s overhead computation 
by means of this “moving total” is 
higher than the March overhead per- 
centage when prices were frozen, you 
can’t increase it but you can take im- 
mediate steps to reduce it the next 
month to allow for adequate profit. 
If you wait until the end of the year 
to compute the percentage, the ratio 
may get so far out of line that losses 
may ensue. And this applies in peace- 
time or wartime, to the current year or 
succeeding years. 

By checking monthly with a “mov- 
ing total” under ceilings, you can de- 
termine whether the current year’s 
overhead percentage is more or less 
than that shown on the base-period 
statement in March and when ceilings 
are eventually lifted, the same method 
will disclose if the current year’s over- 
head percentage is in line with experi- 
ence figures covering 3 to 5 years. It 
has been found that overhead expense 
averages up about the same from year 
to year from lumber dealers, so taking 
the average for previous years usually 
gives a dependable budgeted figure to 
work to. If check-backs show that 
selling prices are inadequate for profit, 
raise prices were permitted. If you 
are getting ceiling prices, then cut 
overhead or increase volume so that 
the overhead per sales dollar is de- 
creased in percentage. There are no 
other ways out for you. 

Overhead has been a subject of more 
discussion in the mercantile field than 
any other management problem _be- 
cause it has so many angles and oper- 
ates trickily at times. Figuring over- 
head on a yearly basis, as many lumber 
dealers do, the previous calendar year, 
leaves too much leeway for loss and 
misunderstanding in these days when 
costs are swinging upward. Watch 
overhead closely under ceilings to be 
sure you are computing it accurately. 
The hazards of business are greater 
today than every before and they neces- 
sitate closer checks on all phases of 
operation and management. 
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TORIES OF women working in 

sawmills are appearing in newspa- 

pers in ever increasing numbers. 
Usually they are employed in the 
lighter jobs, straightening lumber on 
the chains, operating the gang saw 
lineup, cleaning up lumber on the green 
chains, running tractors in the yard, 
clean up work in the dry kiln depart- 
ments, grade marking and_ painting 
and working on various machines in 
planing mills. 

An all-female staff is operating a 
portable sawmill a few miles west of 
Concord, N. H., an experiment being 
conducted by the Northeastern Timber 
Salvage Administration. Women have 
even invaded the forests and in parts 
of Oregon can be found filling the jobs 
of “whistle-punks”’, bedmakers and 
cooks in the camps. 

Colored women working in the mills, 
on the planers and the car line of the 
Kirby Lumber Corp., have been found 
well suited to their jobs. The idea of 
mixing the colored women with white 
men and women workers is still some- 
what in the experimental stage but so 
far there have been no complications, 
according to C. F. Young, operating 
manager at Silsbee. 

Women’s efficiency in the manufac- 
turing jobs to which they have been 
assigned, has compared well with that 
of men. One company reported that 
they were found to misrack a smaller 
percentage of lumber than men, and to 
do neater stacking. 

Mill management has been, in most 
cases, pleasantly surprised at the spirit 
of cooperation exhibited by most mill 
employees in the acceptance of women 
workers. They have been willing and 
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helpful in the training of these new 
workers, recognizing that only through 
the use of women employees can the 
industry approximate its potential pro- 
duction figures. 

The West Coast mills are, in most 
cases, paying women the same wages 
paid to men in their brackets, in ac- 
cordance with the WLB ruling against 
sex discriminations. This means the 
girls are making about $6.60 a day in 
the mills and about $150 a month plus 
maintenance in the woods. 

While these are the types of work 
in the lumber industry for which 
women workers are garnering publicity 
at present there are other less spectacu- 
lar yet equally important roles to be 
played by women in the retail end of 
the business. In reality there are but 
few jobs in the retail yard of which a 
woman is not perfectly capable. 

The fact has been proven in years 
past by women, who because of unusual 
circumstances, have found it necessary 
or desirable to accept part or all of the 
responsibilities incumbent upon the 
lumber retailer. AMERICAN LUMBER- 
MAN records contain numerous stories 
such as that of Miss Magdalene Sala- 
mone, who at the age of 21 became 
manager of a lumber company in Red 
Granite, Wis. bearing her name and 
who is still operating successfully in 
that town. The unusual circumstance 
of the absence of qualified male help 
which threw these women into the lum- 
ber business some years ago, has, with 
the advent of the selective service act 
become a common experience. 

It is not unusual for women to be 
found in the bookkeeping departments 
of retail yards today, nor are they un- 
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common as receptionists, or as man- 
ager’s assistants and secretaries. They 
can also easily learn any of the other 
office or management tasks if they are 
given the opportunity. 

Women are particularly suited to the 
sale of many of the items merchandised 
in a modern lumber yard. They are 
acquainted with desirable effects to be 
achieved in the home and a woman 
customer will often place considerably 
more confidence in the color and deco- 
rating advice offered in a “between us 
girls” manner by a woman salesperson 
than she would in that which comes 
from the lips of an equally experienced 
man. 

Any item in the dealer’s stock which 
pertains to decoration or home appear- 
ance is a natural for a woman sales- 
person. Naturally carpenters and other 
men customers will be dubious at first 
about a woman’s knowledge of lumber 
and other building materials and their 
uses, but if the woman knows her mer- 
chandise and has made a conscientious 
study of building problems she can 
quickly dispel any doubts of a man cus- 
tomer with a few minutes of conversa- 
tion. 

More than one lumber firm has, in 
the past, used women as door to door 
callers to formulate prospect lists, and 
has done so with considerable success. 
Equipped with a souvenir gift to pre- 
sent to the housewife, a personable 
woman can often gain entrance to a 
home for a friendly visit which is even- 
tually guided into conversation about 
the housewife’s ambitions concerning 
her home. A woman can enter a home 
free of the odium which surrounds a 
salesman and yet she can astutely stim- 
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ulate desires and make suggestions 
which eventually lead to sales. 
Women have also proven to be good 
collection agents possessing a type of 
firmness with which delinquent male 
customers seldom choose to argue. 
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Perhaps the most speedy method of 
securing a woman who is qualified for 
a responsible building material yard 
position is to select one who has been 
employed in a more minor capacity in 
the firm prior to this time and subject 
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her to an intensive course of specific 
training in building materials, sales and 
methods. Having had some experience 
in the office she has naturally picked 
up a certain amount of basic knowl- 
edge of the business which will serve 
as a foundation for her training as a 
more all-around employee. 

For most of the duration during 
which the men will be absent there will 
probably be very little construction 
work allowed in most communities, a 
fact which will pose fewer embarrass- 
ing situations for one who is compara- 
tively inexperienced in the science of 
building. Concentration of learning 
effort of the woman preparing for a 
responsible lumber yard job should 
therefore be centered on the uses and 
sale of the many allied lines of mer- 
chandise with which lumber dealers will 
keep up their sales volume for the dur- 
ation, on basic structural design, infor- 
mation which will allow them to make 





Women workers in the planing mill 

of a large lumber manufacturer. 

Their efficiency in jobs, to which 

they are suited, has been found to 
be exceptionally. high 


White River Lumber Co. photos 





practical suggestions for home repair 
and simple remodeling, and on the 
technicalities of purchasing and inven- 
tory. A practical, short course on the 
first subject, is in effect provided by 
the “AMERICAN LUMBERMAN Port- 
folio of Wartime Sales Opportunities” 
which appeared serially in the August 
8 to November 28 issues (inclusive ) 
of this publication and which is now 
available in book form from the Amer- 
ican Lumberman, 431 So. Dearborn 
St., Chicago, Ill. 

With the exception of the heavy 
work of moving lumber and _ building 
materials women can fill any of the re- 
sponsible positions in the lumber yard 
with a degree of success which varies 
directly with the personality and ability 
of the individual. To many of the 
necessary tasks they are suited by na- 
ture. To others they can become suited 
by adaptation of their talents and in- 
tellect. 
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DOING BUSINESS with the 
GOVERNMENT 


Right now the government 
is the industry’s largest 
customer. Here are some 
hints on customer relations.... 


In relations involving a buyer on 
one end, seller on the other, lumber 
dealers are pretty much at home. They 
have had abundant experience. They 
understand the attitudes and_ tech- 
niques. Dut, government representa- 
tives, with whom increasingly there 
are contacts, are still strange men who 
are not well understood. The follow- 
are suggestions which will be help- 


ing 
ful. 

Be courteous. (Government emis- 
saries, the personal representatives of 
Unele Sam are entitled to courtesy. 
Moreover, that is good psychology. 
They will listen more attentively to the 
courteous than to the rude one—be- 
cause they are human. 

Learn the limits of authority. The 
individual representative may have 
very little leeway—or he may have 
considerable power. It may be a case 
of going to a higher up. Resolve this 
question early in your interview. 

Present complete facts. How does 
a lumber dealer do a selling job, pre- 
senting a new line of service? He 
goes into details. He covers every 
angle of the subject. 

The same technique is called for in 
many situations which involve a letter 
to. or a conference with, a government 
representative. Give all the informa- 
tion necessary. Going to an interview, 
take along written data to assure that 
you do not overlook points. 

Be sensible about government red 
tape. Sometimes a lumber dealer has 
dealings with the government in a sell- 
ing situation. An agency is a pros- 
pective customer. It is a fact that many 
small lumber dealers do little business 
with the government because the red 
tape involved, the formality baffles 
them. Perhaps they bid once or twice 
unsuccessfully—then they quit. The 
way to lick red tape is to accept it— 


then to conform with the greatest of 
care. If a bid is wanted in quadruplhi- 
cate, make it that way. If the specif- 
cations in some particulars seem rather 
queer, work on the basis of them just 
the same. 

There are 1001 varieties of red tape, 
of course. The lumber dealer who 
finds himself stymied can sometimes 
get quick relief by appealing to his 
congressman or senator. If the facts 
are very much on the merchant's side 
an energetic congressional friend can 
sometinies quickly get the matter 
straightened out. 

Ask for information. In printed 
regulations reaching him, a_ lumber 
dealer may find points he does not 
understand. A long distance call, a 
few minutes of time, ordinarily will 
clear up the doubt which, otherwise, 
might lead to mistakes, and much later 
trouble. \hen in doubt ask for clari- 
fying information. 

Understand governmental bias. 
The government man, to whom a 
doubtful point is put, will tend to lean 
to the government's side in the opinion 
he offers. Suppose the question is a 
controversial one involving tax, where 
there is some question involving the 
merchant's liability; the government 
representative will not usually give the 
merchant the benefit of the doubt. 

So the wise dealer recognizing a con- 
troversial point, will consult an attor- 
ney expert in tax matters. 

This same principle applies to con- 
troversial points, not mere doubts 

-under new regulations. 

It is important that the lumber dealer 
distinguish between the opinion of the 
government representative, and an 
interpretation legally made, which he 
communicates. 

“Should I go to Washington?” 


This is seldom advisable. The inex- 


perienced man, at Washington for the 
first time, can spend days running 
from bureau to bureau without accom- 
plishing anything at all. Quite likely, 
when he does reach the person directly 
in authority over the matter he is con- 
cerned with, the latter will ask him to 
prepare a written statement, reply to 
which will be made later. It is best 
to leave Washington work to trade 
associations representatives and one’s 
congressional delegation. 

Particularly in the enforcement of 
regulatory laws, administration of 
which is handed over to bureaus with 
extensive authority, controversial ques- 
tions arise. New regulations, such as 
GMPR, result in hundreds of govern- 
ment representatives being put in the 
field after very brief training. The 
regulation attempted was put through 
Congress in great haste. Under such 
conditions, mistakes are inevitable. 
Any merchant is rendering a patriotic 
service, if, finding himself one of a 
group unjustly dealt with, he pro- 
tests vigorously. 

It is right here that organized groups 
come in—state, local and national asso- 
ciations; merchant committees of 
chambers of commerce. An interpreta- 
tion or practice which hurts one mer- 
chant is probably hurting many others. 

Or, the dealer could write to the 
senators from his state and the con- 
gressman from his district, reporting 
and asking him to investigate his case 
and discuss it with the office, or offices, 
at Washington, which are concerned 
with it. Work on this sort is a regular 
part of a congressman’s job. 

Be cooperative. The general atti- 
tude of a lumber dealer toward the 
government men should be friendly 
and cooperative. The lumber dealer 
wishes to abide by regulations one hun- 
dred per cent. If he does have occa- 
sion to raise an issue at any time, this 
should be against the background of a 
demonstrated desire to comply honestly 


and fully. 
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ASSOCIATE EDITOR 


L. Morgan Yost comes to the American Lumberman with a wide and varied 
experience with building, building materials, architecture, and publishing. 
Mr. Yost has had experience in home building in various parts of the country 
and has designed and built many houses in the so-called middle and lower 
cost category. His interest has been in the building of the home from the start 
to the finish, supervising the purchasing of and the use of each material going 
into the home in accordance with his own design and ideas of what they 
should be. He is responsible for many innovations in design and construc- 
tion. He has written on the subject of building and building materials for many 
magazines and is the author and publisher of “Speaking of Houses.” 

In recognition of his work in writing on architecture, building and building 
materials, he was appointed last year to the National Committee on Public 
Information of the American Institute of Architects. He is a director of Chicago 
Chapter, American Institute of Architects; President of The Association of North 
Shore Architects; Secretary of The Chicago Architectural Exhibition League; 
Fellow, Lake Forest Foundation for Architecture and Landscape Architecture; 
member of Tau Sigma Delta Honorary Fraternity in Achitecture; instructor in 
Architecture, The School of the Art Institute of Chicago; and a member of the 
Advisory Committee to the Faculty, School of Architecture, The Ohio State 
University. 

Mr. Yost is a welcome addition to our staff and comes with a vast fund 
of knowledge in our field. We are sure that you will recognize his hand in 
many of the smart features to be published by American Lumberman. 








ARMY USES DEMOUNTABLE WOOD HUTS 


horizontal rain which besets much of 
the Far North locale. 

An inch thick blanket of insulating 
material is cemented to the inside of 
the inner skin covering. Floor for the 
huts is 54-inch plywood, cut in pieces 
4x8 feet. This, like all other parts, is 
treated with termite resisting fluid. 
The usable floor area is 16x36 feet, and 
the fully arched roof and_ sidewalls 
give a maximum headroom in the cen- 
ter of 9 feet. Each hut accommodates 
16 men. 

Quantity production of the laminated 
rib, used as the basic supporting mem- 
ber of the wall and roof section of the 
hut, is one of the most interesting 
aspects of the process. This called for 
the design and construction of a new 
type of “open press.” This press has 


Northwest forestry products are 
now used for something new under the 
sun—demountable, prefabricated bar- 
rack units designed particularly for 
army housing needs in the Far North. 
The new type of huts are made entirely 
of Pacific Northwest forestry products 
save for the bolts which are used to 
hold the prefabricated sections, and a 
few other metal fittings. Pacific Huts, 
Inc., Seattle, Wash., designers and 
manufacturers of the new unit, has just 
been awarded a $1,000,000 contract by 
the Seattle District office of U.S. Army 
engineers. The final design of Pacific 
all-wood huts reflects the engineering 
approval of both Army and Navy 
engineering specialists. 

As compared with steel huts, in use 
heretofore, it is estimated that the sav- 


Interior view of the hut illustrates how perfect 
contour is maintained through the use of the 


special wedge clamp to join the sections 


ing in each hut of the all-wood design 
is three tons of steel and half the ship- 
ping space. Only 39 man hours are 
required to erect one of the huts on a 
site, and inexperienced help may be 
used. 

The strength of the true-arch de- 
sign and the multiple rib section pro- 
vides the answer to the need of pro- 
tection against arctic weather, whether 
it is a heavy load of snow or the almost 





It takes 39 man hours to erect one of the huts 


in the field 


to exert considerable pressure against 
the laminations during the forming 
process and, at the same time, it has to 
allow for the nailing of the lamina- 
tions together from both sides while 
the rib is in the press. The nails are 
used to hold a tight glue line during 
the setting-up period, and the same 
effect is achieved as if the rib were held 
in the press during the entire period 
of reaction of the urea type of glue. 
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It has been said during the past year 
that national production of forest prod- 
ucts is falling short of national con- 
sumption. This statement, which has 
heen often and properly emphasized by 
the War Agencies, has been widely 
misconstrued to mean, for example, 
that the lumber supply was insufficient 
to meet war requirements. That was 
not true at any time in 1942. It is not 
true now. It is not likely to be true 
in 1943. 

Supplies available for war use con- 
sist of current production, imports, and 
inventories. The gap between produc- 
tion and consumption this vear appar- 
ently is between six and seven billion 
feet. That means increased imports 
and reduced inventories. It does not 
mean that essential war needs have not 
been supplied. dll war and essential 
civilian demands for lumber during the 
year have been met. 

It is a fact that current production 
of wood fell short of current require- 
ments. This necessitated drawing upon 
our “stock piles” or inventories. 

Mill and distributor stocks of both 
softwoods and hardwoods combined, 
are now about 9 billion feet. These are 
the lowest total stocks of record. In 
most regions these stocks are ill-as- 
sorted. By ordinary standards they are 
inadequate. This means that green ma- 
terial on a large scale is being used and 
will be used for purposes for which 
ordinarily dry lumber should be used. 
Inventories in most regions now consist 
largely of unseasoned stocks or of items 
and grades not in active demand for 
war uses. Manufacturers, distributors, 
and users alike are now aware that the 
day of ‘comfortable’ inventories is 
over until the end of the war. 

It is of course not possible to fore- 
cast the future course of national re- 
quirements of forest products any more 
than it is possible to forecast the course 
But it is possible to strike 
an approximate balance sheet of 1942 
supplies and requirements, and to ap- 
praise the 1943 prospects in terms of 
1942 exerience and expected 1943 re- 
quirements so far as they are now 
known. 

Balance Sheet 

Lumber consumption in 1942 was 
approximately 38.6 billion feet, about 
12 percent greater than in 1941. Na- 
tional lumber production and imports 
of foreign lumber in 1942 were about 
33.5 billion feet. The remainder of na- 
tional consumption, approximately 5.1 
billion feet, was withdrawn from inven- 
tories about as follows: 


of the war. 
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l'rom mill stocks. ......2.0 billion feet 
Krom Distributors’ 

SE 5.44 %d0% sewed 2.6 bilion feet 
From Users’ stocks..... .) billion feet 


Lumber requirements for war uses 
and essential civilian supplies in 1943, 
will probably be about 34 billion feet or 
41% billion feet less than the national 
consumption in 1942—possibly as high 
as 36 billion or as low as 32 billion. 
War construction, war plant and war 
housing lumber requirements — will 
probably be less by 7 billion feet. For 
all construction, less by about 8% bil- 
lion feet. As a substantial effect to 
this expected decline in construction, 
the lumber requirements in 1943 for 
boxes, crates, containers, and other 
shipping purposes, will probably ex- 
ceed those for 1942 by 4 billion feet ; 
and consumption in fabricating and 
other war industry uses will be greater 
by a quarter billion feet. 


Production and Inventories 


Lumber inventories during 1942 
have bridged the gap between consump- 
tion and current production plus im- 
ports. This gap in 1942 has been about 
15 percent. In 1943, if production 
equivalent to 1942 production can be 
maintained, the corresponding gap will 
be not more than 5 percent. The aver- 
age 1942 rate of national production is 
not now being maintained. There lies 
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By WILSON COMPTON 


VICE PRESIDENT AND MANAGER 
AMERICAN FOREST PRODUCTS 
INDUSTRIES, INC. 


the real challenge to management and 
labor ; to trucks, tires, and tractors ; to 
owners of standing timber both private 
and public; and to the public agencies 
which will largely determine the extent 
to which, and the conditions on which 
the means will be available to increase 
production. This country will not much 
longer live off its inventories. 

It should be possible to increase lum- 
ber production by a volume sufficient 
to bridge the gap between present pros- 
pective production and present  pros- 
pective requirements. It 7s possible. A 
small increase in manpower, either in 
more men or in more hours of work, 
will readily do this. 

If during 1943 consumption con- 
tinues to exceed production, there will 
have to be further extensive changes of 
specifications to admit the use of spe- 
cies, grades, and items which are avail- 
able, rather than the species, grades, 
and items which are preferred. Such 
shifts on a substantial scale, facilitated 
by the War Production Board and by 
the Lumber Committee of the Army 
and Navy Munitions Board, have al- 
ready been made during this year. 
They have helped materially to mod- 
erate threatened shortages. That trend 
should be further developed. 


USN Economies 


There is considerable room still for 
economies in design which will make 
less wood go farther. We have not yet 
outgrown the prevalent national habit 
of over-designing timber structures, in- 
cluding ships, and of many fabricated 
products such as Army beds and Army 
cargo trucks. 

Much has been contributed to econ- 
omy in building design by the develop- 
ment of the ‘“Teco-connector” system 
of timber construction and the use of 
laminated timber arches. In_prevail- 


ing types of war construction 1 pound 
of steel in timber connectors, washers, 
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and bolts, is enabling timber to take 
the place of 13 pounds of steel, or 47 
pounds of steel, if you count the con- 
nectors alone. But just as important 
is the fact that Army and Navy design- 
ers within the past year, have learned 
how to make 88 feet of lumber in con- 
nector construction do work formerly 
requiring 100 feet. 


To Maintain Production 


Economies will not, in the long run, 
solve the problems of dwindling sup- 
plies. The constructive answer is to be 
found in greater production; not only 
greater total production but greater 
production of the particular species, 
sizes, and items in most urgent demand 
and most useful in the war economy. 
This can be done. Mill capacities are 
ample. Timber reserves are adequate. 
But it will require more determined ac- 
tion than has yet been taken by public 
agencies especially in three directions: 

Ist. In protecting the forest prod- 
ucts industries from a further dispersal 
of their labor, especially their woods 
labor. 

2nd. Prompt availability of needed 
maintenance, equipment and repairs. 

3rd. Such reconstruction of the basic 
timber depletion provisions of the in- 
come tax laws as will not penalize and, 
for the war period at least, will en- 
courage extra timber cutting and extra 
log production by those timber owners 
who have timber readily available, 
which will make, most promptly, in the 
largest volume, and with the least use 
of labor, the lumber and timber prod- 
ucts most needed for war purposes. 

This may not be good forestry prac- 
tice, but it is necessary war practice. 
Forest practive deficits can be made up 
after the war. War production deficits 
cannot; they must be made up now. 
log production does not necessitate 
forest destruction and wise forest own- 
ers will continue the effort to leave 
their forest lands in productive condi- 
tion. But where the choice now is be- 
tween greater log production without 
good forestry and less log production 
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with good forestry, there is no sensible 
choice, and there will not be until the 
urgent wartime needs for forest prod- 
ucts are fully supplied. 

The reverse of the medal, however, 
presents a brighter picture which few 
not directly concerned with the forests 
realize. That is the rapidly multiply- 
ing growth of new wood that is steadily 
gaining on forest use, even the heavy 
drain of emergency demand. We are 
using only two percent of our timber 
reserve each year without reference to 
this regrowth which is estimated at 11 
billion cubic feet per year. 

This regrowth, which is on the up- 
curve, is not entirely accidental. It has 
been promoted by the sound forest 
management policies of forward-look- 
ing forest operators who are protecting, 
often replanting, cut-over and burned- 
over areas and maintaining “tree- 
farms” so that their lands may continue 
to produce “Trees for Tomorrow”. 
Col. W. B. Greeley, former Chief For- 
ester of the United States, now mana- 
ger of the West Coast Lumbermen’s 
Association, estimates that nearly 70 
percent of the virgin areas on the West 
Coast, which have been logged or 
burned, are now re-growing trees and 
that 714 million acres in that area are 
bearing trees six inches thick or larger. 
That augurs well for an undiminished 
continuance of our most abundant na- 
tural resource. 


Timber Supply and Tax Policies 


The crucial point of wood production 
now is log supply. This involves a com- 
posite of problems—in labor supply, 
equipment, and timber. 

A combination of difficult conditions 
is gradually wearing down the log sup- 
ply in most of the forest regions. The 
War Agencies are now tackling more 
diligently and more vigorously the 
problems of labor and equipment in the 
woods. but one of the more funda- 
mental handicaps to log production has 
had little public consideration and, un- 
til recently, no public action. The tim- 
ber depletion provisions of the federal 
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income tax laws have never been gen- 
erous. Now in combination with the 
high replacement costs of standing tim- 
ber and the exceedingly high income 
and excess profits tax rates, these tim- 
ber depletion provisions are severely 
retarding and in many instances chok- 
ing the extra production for which now 
particularly there is such urgent need. 

Many companies during the past 
twenty years have learned for them- 
selves the timber-growing possibilities 
of their forest lands. Many have so 
planned their timber cutting as to pro- 
vide long continuing and in some cases 
permanent operations. Now they are 
asked to cut more timber, cut their best 
timber, most accessible and most con- 
veniently logged. Many are doing this 
although in so doing they are often un- 
dermining their possibilities of perma- 
nent future operation. In any event 
the present timber provisions of the in- 
come tax laws severely penalize the ex- 
tra production of logs which the War 
Agencies are so urgently seeking. 

The plain fact is that these present 
timber provisions are not suited for the 
taxation of income derived from the 
conversion of property held for a con- 
siderable period of time and represent- 
ing a substantial increment in growth 
or value or both. These harsh and in- 
equitable provisions are retarding pro- 
duction now, and until they are modi- 
fied, they will so continue. 

For the first time in many years, 
Congress has recently given construc- 
tive consideration to some relief of this 
paradoxical tax situation. It has 
granted a partial exemption from taxa- 
tion of income attributable to extra war 
produtcion of logs. This has opened 
up a basic economic question affecting 
not only present war production of 
lumber and timber products but also 
the future status of forest ownership. 
We may not complain of taxes merely 
because they are high, but we may ex- 
pect and ask that timber taxes be 
equitable, be suited to the nature of the 
resource—and that they do not destroy 
their own sources. 


"Bottleneck" or "Safety Valve" 

Most forest products “shortages” for 
urgent war needs have- been fears, not 
fact. Wood is now recognized as one 
of the most generally useful industrial 
materials, in war as in peace. Its great- 
est contribution will be not only to sup- 
ply direct war needs but also to provide 
practical substitutes for scarce materi- 
als needed for fighting tools. Funda- 
mentally, wood is a “safety valve”, not 
a “bottleneck” industry. 
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What is “Merchandising”? Diction- 
aries do not give a satisfactory defini- 
tion. But Henry Ford knew the 
meaning of the word when in 1927 
he completely re-organized and_ re- 
tooled his plants, discarding the model 
T, at the cost of many millions, to 
start production on the Model A. The 
public had dictated his merchandising 
decision. 

Today, at the dawn of 1943, the pub- 
lic has also indicated its preference in 
our industry as far-reaching as its de- 
mand for more than mere transporta- 
tion back in the mid-twenties. Many 
lumber dealers can probably weather 
the war years without observing or act- 
ing upon this condition. Don't we all 
have a strong tendency to keep doing 
those things with which we are most 
familiar? Certainly a man who has en- 
joved many proftable vears in his 
business of retailing lumber and build- 
ing materials may not be interested in 
something which has not yet affected 
him. His interest in the merchandis- 
ing trend in his industry, which is be- 
ing greatly accelerated by the war, may 
not become active until the middle for- 
ties or later. Then his task would be 
multiplied many times, and in some 
cases would be insurmountable. 

The big question of 1943 and vears 
following will not be “Where can I 
buy at the greatest cost advantage 7?” 
but ““How can I make my merchandise 
and services most appealing to con- 
sumers so that they will find it easy to 
buy from me?” 

The retail lumber and building ma- 
terial dealer in any community has the 
opportunity in 1943 to assure his busi- 
ness future if he recognizes the “mer- 
chandising” trend in his industry and 
does something about it now. He can 
secure his future because his business 
is concerned with one of life's funda- 
mental necessities, shelter. 

Will 1943 be the critical year of this 
decade for the average retail lumber 
and building material dealer? Time 
will tell. The dealer who is making 
the necessary adjustments to keep his 
business healthy through 1943 is likely 
to survive the war period successfully. 

Strong financial resources and unen- 
cumbered fixed assets, which have 
characterized most long-standing retail 
lumber firms, will not provide the sus- 
taining strength they once did to the 
firm that fails to adjust itself early to 
the new retail marketing conditions 
growing out of this war. More and 
more dealers are realizing that their 
post-war business cannot be handled 
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Reliance Lumber Co., Tacoma, Washington has an excellent display 
space and window area for merchandising consumer sales 


like their pre-war business. 

Before looking at 1943's merchandis- 
ing challenge, let’s look back at 1942. 
As the dealer scans his empty bins, 
with little prospect of replenishing re- 
tail lumber inventories in the imme- 
diate future, what is his predominant 
thought ? 

The year 1942 started off with big 
anticipations of Title VI business in 
defense areas, and emphasis on the 
farm market in non-defense areas. The 
theme songs at conventions were: “‘fol- 
low collections’, “cut down overhead”’, 
“get a good price’, “practice oppor- 
tunistic buying”, and in the repair, re- 
modeling and farm markets “GO OUT 
AND SELL”. 

In April the spring parade of restric- 
tions, limitations, ceilings, freezes, and 
stoppages began to absorb the dealer's 
attention and most of his waking hours. 
Month by month the firm hand of 
Uncle Sam put more controls over the 
retail lumber business to cause radical 
changes and keen disappointments. 
However, lumber dealers as a group 
were quick to see the necessity for gov- 
ernment controls in wartime. For the 
most part dealers have cooperated, in 
spite of some justified criticisms of 


these controls, and thus have contrib- 
uted to the nation’s war effort. Still 
the greatest contribution of the aver- 
age dealer to the war effort has yet to 
be made in spite of the drastic reduc- 
tion in construction and remodeling. 
Dealers have a close contact with 
families in their communities, with 
their building needs and their long- 
time aspirations. This fact is also a 
responsibility from which forward look- 
ing dealers will not shrink. To main- 
tain a strong morale on the home 
front, homes must be maintained. We 
all know luxuries are out. First things 
come first. Those first things on the 
home front include essential home re- 
pairs and devices for conserving fuel, 
additional living accommodations for 
war workers, farm equipment and _ re- 
pairs essential to food production, and 
war building and equipment needs. 
With the government taking nearly 
100% of the lumber output and con- 
trolling dealers’ operations, how can 
the average dealer meet the market 
problem of 1943? Many leaders in the 
industry are emphasizing that dealers 
should merchandise the things they can 
obtain. Tested Selling Methods have 
done much to improve personal selling 
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in some lumber and building material 
firms. This appears to be the begin- 
ning of broad educational efforts in the 
marketing of lumber and building ma- 
terials. The training schools sponsored 
in recent years by a large building ma- 
terial manufacturer have been a con- 
structive step. The university courses 
now being inaugurated in the light 
construction field are very encouraging 
to the future outlook of our industry. 

Now the time is ripe for the begin- 
ning of sales training, based on Tested 
Selling Methods, through actual sales 
contacts in and outside the store or 
office. In 1943 hundreds of dealers 
who are faced with the problem of spe- 
cialty selling could be better trained 
for that job. After the war men will 
return home from service ready to be 
developed in retail lumber and build- 
ing material merchandising. It can- 
not be too strongly emphasized that 
consumer sales training is on the top 
of the priority list of “musts”, if a prof- 
itable future for a large number of 
dealers is to be assured. 

If a dealer has no salesman, either 
he should develop himself further in 
consumer specialty selling or educate a 
new employee. He might hire an ex- 
automobile, appliance, or real estate 
salesman who could learn to sell pack- 
aged specialties within a few months. 
Many dealers recognize that the main 
sales handicap in our industry is too 
much attempted selling of 2 x 4’s, “nuts 
and bolts”, and not enough selling of 
ideas that appeal to consumers. Too 
many dealers are not yet convinced that 
long-time experience with lumber and 
estimating is not essential for most 
specialty package selling today in the 
fields of roofing, insulation, storm sash, 
flooring, paint, etc. What is essential 
is an understanding of the motives 
which cause people to buy, and a sales 
program designed to appeal to those 
buying motives. 

The second major “must” in the 
average retail lumber and building ma- 
terial business is a planned and coordi- 


nated unit package sales promotion 
program keyed to seasonal demands 
and simple enough to make its use easy 
and budget-wise. This program should 
include the various products that a 
dealer wants to promote and should 
make good use of the sales helps fur- 
nished by manufacturers. People can’t 
buy what they don’t know dealers have 
to sell. They think there are a lot of 
things they can’t buy today. They as- 
sume that most other things are also 
frozen unless dealers tell them in an 
attractive way what can be purchased. 

The most effective way for a dealer 
to keep his name before the public in 
1943 is through action advertising— 
stressing attractive packages priced 
whole and also on monthly terms. 
Priced-package ads will pull prospects 
in these times better than ads of the 
ordinary type. Coordinated with a 
newspaper program should be direct 
mail, window and store displays, truck 
posters, telephone and personal solicita- 
tion, and sales follow-up. Someone re- 
cently said salesmanship is 4/5 telling 
and 1/5 selling. 

Five big leaders in specialty pack- 
age merchandise in 1943 will be roof- 
ing, insulation, storm sash, paint and 
flooring. All five come under the head- 
ing of essential wartime repairs and 
maintenance. Cabinets, interior wood- 
work and wallboard to make new es- 
sential rooms will probably come in 
for their share, as well as other spe- 
cialty items. 

Some dealers have added such items 
as builders’ supplies, hardware, stained 
shingles, fir gutters, venetian blinds, 
wall paper, folding stairways, step lad- 
ders, lawn chairs, trellises, garden sup- 
plies, glass specialties, black-out ma- 
terials, louvres, floor coverings, fibre 
board for under linoleum, wood gates, 
picket fence, vitrified septic tanks, 
many kinds of farm devices for better 
feeding and care of stock and poultry, 
and many small packages and gadget 
items for pick-up counter trade. [m- 
phasis in 1943 will be on items that 
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owners can install themselves. 

This specialty type of business de- 
mands that dealers give more time to 
advertising and consumer sales. <A 
glance at these many items of merchan- 
dise revezls the trend toward lumber 
and building material department 
stores, and the need for better store 
merchandising. 

In December 1940 twenty-four deal- 
ers in Indiana and northern Kentucky, 
representative of small towns, small 
and large cities, were asked this ques- 
tion by the writer: “Do most lumber 
yard managers devote enough of their 
time to the planning and execution of 
sales and advertising programs?” 
Twenty-one answered “No”. Most of 
them added, “We don’t have the time” ; 
“We have too many details to handle.” 


Other comments were as follows: 
“We keep thinking we'll do enough 
business without it’; “The average 
yard is always under-manned” ; “We've 
been so busy in the past decade trying 
to save our business that we haven't 
been in the sales state-of-mind” ; 
“Dealers spend enough money but not 
in the best channels”. 

One large dealer said, “Buying and 
supervising keep me busy’, while an- 
other maintained, “Dealers haven't 
been schooled in selling and the han- 
dling of sales personnel.” Although 
some dealers do a bang-up consumer 
selling and merchandising job, these 
comments probably represent a fair 
cross-section of the dealer state-of- 
mind on this subject. 


Thoughtful planning and execution 
of sales and advertising programs will 
be necessary for the survival of most 
retail lumber and building material 
firms in the year 1943 and after. This 
business has passed from the period 
when supplying a community’s building 
needs from a warehouse and yard was 
enough. More and more dealers are 
realizing that today and tomorrow the 
warehouse and yard must be linked 
with a well arranged display sales 
room, planned advertising and promo- 
tion and better consumer selling meth- 
ods. All of these modern methods 
should be coordinated into a_ logical 
merchandising program. 

The AMERICAN LUMBERMAN’S re- 
cent series of “WARTIME SALES 
OPPORTUNITIES” points the gen- 
eral direction which such a merchan- 
dising effort might take having its 
heart in better consumer selling. A 
program of vigorous merchandising 
may spell the successful survival of the 
war years for many firms. 
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Lumber for Farms 

Retailers in farm areas have to carry re- 
sponsibility for buildings and building re- 
pairs in the food production program; have 
an unnecessarily tough problem of inventory 
replacement. 

The following quotations from a_ letter 
written by Secretary-Manager H.R. 
Northup, of the National Retail Lumber 
Dealers Association, outline that problem as 
clearly as this page has seen it done; also 
indicate the line the NRLDA is following. 
The letter is directed to Arthur Upson, 
Director of the Lumber and Lumber Prod- 
ucts Branch, WPB. 


The Northup Letter 

“The retail lumber industry,” Mr. Northup 
writes, “has consistently, ever since the pass- 
age of the original lumber limitations order, 
L.-121, requested of the Lumber and Lum- 
ber Products Branch of WPB recognition of 
the importance of maintaining a stock of 
lumber in retail yards sufficient and adequate 
to supply the needs of the American farmer 
in respect to maintenance and repair of the 
farm plant and the erection of such new 
structures as were vitally needed. 

“The lumber limitation orders have, as you 
know, blown hot and cold in the matter of 
recognition of this most essential civilian 
need for lumber. 

“At present, I need not tell you that under 
Conservation Order M-208 it is impossible 
for the retail dealer to replace his inventory 
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of lumber sold for essential farm uses. 
\mendment No. 1 to this order makes this 
impossible. 

“The retail lumber industry and, I am 
sure, the Lumber Branch of the War Pro- 
duction Board are well aware of the increas- 
ing importance of the so-called ‘food for 
victory’ program of the Department of Agri- 
culture. 

“If the 1943 goals in agricultural pro- 
duction . are to be reached, any informed 
person knows that the farm plant must be 
kept in repair and that a certain amount of 
new construction is going to be neces- 
sary. 

“We again wish to call to your attention 
the fact that many of the retail lumber yards 
upon whom the farmers customarily call for 
materials in order to keep their plants in 
operation are by reason of the lumber limi- 
tations orders completely out of stock of 
boards, 2x4’s and other items of dimension 
which are necessary to keep the farmers 


going. 


Typical Farm Sales 

“IT am attaching a copy of a seven-page 
list of sales made by a typical retail lumber 
yard to farmers over a ninety-day period... . 
In total this yard sold 160,310 board feet of 
lumber to 343 farmers in a ninety-day period, 
the average being 467 feet per customer. 
One has only to observe the list of uses 
to which this lumber was put to realize that 
this is not either a wasteful or unessential 
use of lumber. It is, in fact, the type of use 
to which the average rural dealer puts his 
lumber stocks and any policy, in our judg- 
ment, which makes it impossible for the 
dealer to so serve the farmer is contrary 
to the best interests of the war effort. 
NRLDA Requests 

“T believe that this list may be enlighten- 
ing to you and to members of your staff 
and I am glad to send you this information 
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and to reiterate the request of the lumber 
industry that: 

“First, Amendment No. 1 to M-208 be 
cancelled and that lumber be enabled to 
How through the regular channels of trade 
for these most essential uses, 

“Secondly, that repair and maintenance 
and new construction on the farm as now 
included in Paragraphs (2) (IV) and (VII) 
of List B of M-208, and maintenance and 
repair of farm buildings as included in Para- 
graph (3) (V) of List B be grouped to- 
gether in a higher use classification in order 
to facilitate the flow of material for these 
purposes, and 

“Thirdly, that the sixty-day inventory 
limitation placed on the retail lumber dealer 
be eliminated. The attached list of typical 
farm sales indicates the impracticability of 
dealers pooling these types of orders in order 
to secure inventory replacements to serve 
this kind of trade. In many areas the farm 
trade is more or less of a seasonal business 
and the local dealer attempting to serve the 
needs of the farmers is caught with a sixty- 
day inventory generally completely inade- 
quate to serve the local needs, is then in a 
position where he must pool orders, send the 
pooled orders to the mill and await ship- 
ment, which under present day conditions 
normally would arrive, if at all, six weeks 
or more after the immediate farm demand 
had arisen.” 


Possible Changes 

It seems probable that some or all the 
modifications asked by Mr. Northup may 
be granted; provided general rules can be 
drawn in such a way that farmers will bene- 
fit without opening loopholes to others for 
definitely unnecessary construction, The 
sales list attached to the letter is of extraor- 
dinary interest; not at all unusual or star- 
tling to a farm dealer, but indicating clearly 
the repairs to working equipment that make 
up a large part of a farm dealer's sales. 
Repairs for stock barns, materials for a 
truck bed, creek bridges, doors, bean racks, 
well platforms, troughs, sheep bunks, grain 
boxes, barn roofs, tongues, potato cellars, 
hayracks, chicken nests and so on, through 
seven pages. The smallest sale we noted 
was eight feet; the largest, a little over 4,000 
feet. These sales call for a minimum of 
critical metals. But they mean the differ- 
ence between efficient and inefficient farming. 

There are indications, such as the esti- 
mated decrease in the ’43 volume of indus- 
trial building and of war housing, that there 
will be a fuller supply of construction lumber 
available. Lumber shortages, if any next 
year, are likely to be in special timbers, 
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aero plywood stock and other items but little 
carried in agricultural yards. No one doubts 
the shortage of steel and copper. But a 
relatively small amount of steel, in the form 
of nails and ordinary building hardware, will 
go a long way in making farm repairs; 
and farm repairs will go a long way in 
keeping up maximum food production. 


Canadian Embargo 

The Truman committee, investigating the 
conduct of the war in general, in a special 
report on the lumber situation complained 
about the Canadian embargo on shipment 
of logs to U. S. mills. About sixteen months 
ago the Canadian government stopped the 
practice of selling stands of timber on crown 
grant lands in British Columbia to U. S. 
operators. These Canadian logs were im- 
portant to our economy, since they were 
suited to the production of special items 
such as ship timbers. 

Apparently there are a couple of rather 
obvious reasons back of the Canadian action: 
a desire to conserve Canadian timber, which 
is not so plentiful as many of us_ believe, 
and a desire to protect the Canadian saw- 
milling industry. Up to the present, U. S. 
officials have not been able to persuade the 
Canadian government to change its position. 


Simplification 

The committee, noting that lumber short- 
ages are apt to be most acute in special 
items for shipbuilding, pontoons and heavy 
construction, recommended that the armed 
forces simplify lumber specifications. Some 
progress has been made here. 

The committee censured the WPB for de- 
laying consideration of the Forest Products 
Service Plan. Reasons for this are not quite 
so clear. Making loans to small mills and 
buying and stockpiling their product would 
help these units to survive; and this could 
have an important bearing on post-war 
economy. However, the committee is off- 
cially interested in the immediate prosecu- 
tion of the war; knows that prospective 
shortages are in special items that few little 
mills can produce. 

It seems to be the old story that, to a 
man not familiar with the industry, lumber 
is just lumber. Shoes, also, are shoes. 
Buying a thousand gross of women’s open- 
toed shoes might well preserve a factory for 
post-war business; but those particular shoes 
wouldn’t be useful in outfitting the infantry. 
Little mills produce, in the main, ordinary 
grades and patterns of construction lumber, 
of which there is likely soon to be an ade- 
quate supply. If the pony mills want this 
Forest Products Service and can get it, 
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okeh; we're for them. But we’d have more 
confidence in other pronouncements of the 
Senate committee about the conduct of the 
war if it showed a little more understanding 
of the relationship of small-mill production 
to the immediate war effort. 


CMP 

While the Controlled Materials Plan has 
not been “prematurely announced”, the pub- 
licity about it seems to have led some busi- 
ness men to believe it is already in operation. 
It’s coming but is not yet in effect. The 
change-over will be started about the first 
of the year and should be fairly well com- 
pleted in about six months. Industry still 
operates, at the moment, under PRP. 

There are two basic ideas in CMP. First, 
of course, is the vertical-allotment plan. 
Materials enough, and only enough, are as- 
signed to a given contract to complete it; 
and this assignment goes clear down to the 
sub-contracted accessories. If a contract, 
covered by PRP, called for 1,000 tanks, and 
if the sub-contractor making the motors 
had only metal enough to make 700 of these 
power units, then only 700 tanks would be 
completed. 

The second idea in CMP is that all ma- 
terials can be regulated by controlling a 
few of the most critical; steel, copper and 
aluminum. For example; a manufacturer 
making insulated wire will buy only enough 
rubber insulation to cover the metal allowed 
him. Control the metal, and you control 
the insulation materials. England regulates 
production by controlling but one material ; 
steel. Once the control of metals is com- 
plete, it isn’t quite clear how useful all 
these elaborate lumber and construction 
limitation orders will be. 


The "B" List 

A few bugs have to be extracted from 
CMP. Certain standard items, in general 
use, would involve entirely too much paper 
work if they were included in the CMP 
allotment. For example, bolts, nuts and 
screws. If a manufacturer making them 
by the hundreds of thousands had to ask for 
twenty pounds of metal on each of a thou- 
sand jobs using exactly the same type of 
screw, he’d have more people in his office 
than in his shop. 

These standard items are placed on the 
B” list and are horizontally allocated. But 
just what items, in addition to bolts, nuts 
and screws, belong on the “B” list? Spark 
plugs? Standard carburetors? Standard 
caterpillar treads? Where is the line to 
be drawn? This list has to be made up 
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with reasonable accuracy before CMP can 
take over. If it’s too extensive, it can defeat 
the control idea. If it’s not extensive enough, 
it can add much management complication to 
the paper work of allotment. 


NLMA Publications 


The National Lumber Manufacturers As- 
sociation, always tops in accurate and prac- 
tical industrial information as well as in 
industrial leadership, has issued several 
releases and publications of special interest 
and importance. 

Milton A. Smith, of the Law Information 
Service, has prepared a release on “Wage- 
Salary Freezing Regulations”, containing a 
careful analysis of government orders, issued 
to date, on this complicated subject. The 
NLMA has prepared a chart of the funda- 
mental principles involved. It is prepared to 
furnish lumbermen copies of the official 
regulations; also lists showing location of 
field offices where applications for approval 
of pay increases may be filed. 

Some weeks ago the NLMA issued a 48- 
page brochure entitled, “The Forest Fights” ; 
a booklet consisting largely of reproduced 
photographs, showing the amazing share of 
forest products in the waging of the war. 
Because of the very great development of 
physical and chemical uses of wood, a num- 
ber of scientists have said that in the post- 
war period the nations well supplied with 
forest resources will be in the best position 
to control both the industrial and the politi- 
cal destinies of the world. Few booklets 
known to this page indicate these facts so 
graphically as does “The Forest Fights”. 

Lumbermen interested in the scope of wood 
utilization can find these facts presented in 
an NLMA chart, “American Forest Prod- 
ucts.” Address, National Lumber Manu- 
facturers Association, 1319—18th St., N.W., 
Washington, D. C 

If you’re interested in forest control as 
a tool of world politics, the AFPI recom- 
mends a book published by Bobbs-Merrill 
Co, entitled, “Nazis in the Woodpile”. Au- 
thor is Egon Glesinger, general secretary 
of the International Committee of Wood. 
It’s a story of German utilization of wood 
by-products for fuel oil, metal substitutes, 
cloth fiber,. synthetic foods and the like. 

Two other books being published by AFPI 
are of special importance; “American For- 
ests” and “Trees of Tomorrow”. These are 
intended for use in grade schools. 


Control Orders 
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has announced dollars and cents 


maximum prices for mine timbers, industrial 
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blocking and railroad ties in 15 western 
States. This follows a similar order, issued 
a short time ago and applied in eastern 
States. This order, MPR 284, covers all 
western primary forest products except those 
made of redwood, which remain under MPR 
253. Increased production costs made it 
impossible to produce these articles at the 
March levels; and prices of common lumber 
diverted many small mills away from the 
items covered by this order. 

MPR 281 has established dollars and cents 
maximum prices, uniform on a_ nationwide 
basis, for Navy oak ship stock. 

A few changes, of no great importance 
to the industry in general, have been made 
in Conservation Order L-41. Construction 
of railroad tracks is exempted. So also is 
agricultural construction incident to the 
erection or installation of machinery or 
equipment; now controlled by Limitation 
Order L-170. Construction of facilities by 
the Communications industry is exempted 
from provisions of L-41. 

Limitation Order L-236 gives the Director 
General for Operations the right to issue 
schedules simplifying types, sizes, forms and 
specifications of hardware. Issued with this 
order is Schedule 1, dealing with builders’ 
finishing hardware. The schedule covers 
some five pages in the Federal Register. 
The effective date is Jan. 15. This order 
reduces the number of builders’ hardware 
lines or items from about 27,000 to approxi- 
mately 3,500. 


Labor and Manpower 


NWLB states that man-days of idleness, 
due to strikes, have dropped during the year 
to the lowest level of the past five years. 

WMC has announced a voluntary agree- 
ment under which some 660,000 war workers 
in the Detroit area will not leave their jobs 
without specific authorization. This effort 
in the field of management-labor co-operation 
is being watched with close interest. If it 
works reasonably well it will serve as a 
model for similar efforts in other areas. 

The revision of the War Manpower Com- 
mission gives Chairman McNutt a better 
designed apparatus to deal with manpower 
problems. Voluntary enlistments of men 
from 18 to 38 have been stopped; Selective 
Service is now under WMC, and Army and 
Navy after consultation with Chairman Mc- 
Nutt will determine the number of men 
needed each month for the armed services; 
the U. S. Employment Service has been 
made the central agency for hiring, rehiring 
and recruiting workers. The program in- 
cludes allocation of manpower to the armed 
forces, war industries, agriculture and other 
essential civilian activities. Mr. McNutt 
estimates that by the end of 1943 one out of 
every five men in the labor force would be 
in the armed services. The present ratio is 
one out of nine. The Chairman indicated 
that, where it was necessary, he would in- 
voke his full authority to prevent labor 
hoarding and to allocate needed workers to 
war plants but that he would use this power 
only where it was clearly needed. Until 
changes are announced, presently approved 
methods of recruiting and hiring may con- 
tinue. 

The Office of War Information has issued 
a release, OWI-952, dealing in question-and- 
answer form with the facts about Selective 
Service. 
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According to a report by Thomas S. 
Holden, president, F. W. Dodge Corp., con- 
struction volume in 1942 has reached an 
all-time high record; the year’s total will 
be from 30 to 35 per cent greater than that 
of 1941, and approximately 20 per cent 
greater than that of the previous high record 
year 1928. 

This record volume resulted from succes- 
sive expansions of the war construction pro- 
gram after the country’s entry into the war. 
As war construction mounted, here were 
successive curtailments of civilian construc- 
tion and increasing controls and limitations 
with respect to critical materials. In addi- 
tion to shortages of metals, the principal 
critical materials used in construction, a 
tight situation developed with respect to 
lumber, largely due to manpower shortages. 

In recent months the War Production 
Board has been fairly. completely revamped 
in order to effect tighter controls of con- 
struction, production and materials. The 
purpose is to emphasize end-products in the 
1943 program and to limit the creation of 
new facilities of all kinds by the strictest 
possible tests of essentiality for winning the 
war. Extra efforts will be made to utilize 
existing factories instead of building new 
ones; concentration of civilian production in 
a few selected plants is expected to release 
others for war work. The Smaller War 
Plants Corporation is expected to secure 
fuller utilization of small plants in war pro- 
duction. In the housing field, the National 
Housing Agency is making a strong drive 
for fuller use of existing housing facilities 
in defense areas, both in terms of persuading 


families to take in lodgers and by leasing, 
through the H.O.L.C., existing single-family 
houses for a period of years and converting 
them to provide living facilities for two or 
more families. Back of this positive effort 
to curtail construction is the added fact that 
the major portion of needed larger facilites 
(manufacturing plants, cantonments, air and 
navy bases, etc.) has been completed or is 
near completion. 

In the War Production Board, construc- 
tion programs of all war agencies (including 
the Civilian Supply Division of W.P.B., 
which will determine essential civilian needs ) 
will be carefully reviewed by the Facilities 
3ureau (Fred Searls, director) and there 
be rejected, curtailed or approved and there 
be counted in for material allotments. Within 
the Facility Bureau are two units, the Facil- 
ity Clearance Board and the Facility Review 
Committee. The Facility Clearance Board 
will pass on all proposed new construction 
projects amounting to $500,000 or more; the 
Facility Review Committee will pass on new 
projects under $500,000 in value and is now 
in process of reviewing all current projects. 
Under the latter procedure, it is currently 
ordering numbers of projects actually being 
constructed but deemed unessential accord- 
ing to present strict interpretations, to be 
held up for the duration. 


A Controlled Construction Program 

Obviously the strictly controlled program 
of 1943 will not exceed the volume permitted 
by the control agencies and will not result 
from ordinary economic demands. Conse- 
quently, the estimates here presented repre- 


VALUATION OF CONSTRUCTION CONTRACTS —- 37 EASTERN STATES 
(Millions of Dollars) 
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anemia Average 1940 is | 092 aryl tip 
Commercial Buildings .............. 488 318 471 290 Y 225 —22 
Menufacturing Buildings ........|_ 279 “442 1182 2275 | += 900 60 
Educ. & Science Buildings... 272 “a7 cs 135 if 100 —26 
Hoop. & Inct. Buildingp............ “100 o | 88 | 15 | 100 —31 
Dili Mates escent 84 80 39 «| (80 25 —72 
Minmitdie....| 6 |. | B 25 10 —60 
fea @ Reven, Sellin..... 14 | 63 78 85 50 Al 
Mice. NewResid, Buildings... 37 104 / 214 760 375 —5l 7 
Tota Non-RESIvENTIAL ........ 1460 1294 2316 3805 1785 —53 
Apartments, Hotels & Dorms..... 596 331 258 190 300 +58 
Oue & Two Family Houses... 757 | 1155 1560 985 400 | —59 
Other Shelter ...................+- mn me Eng db 136 595 300 —50 
Tota. RESIDENTIAL ............... 1353 1597 1954 1770 1000 —44 
TOTAL BUILDING ................0000. 2813 2891 4270 5575 2785 —50 
Public Works (Pub. & Priv.).... 695 831 1109 1240 675 ~-16 
Utilities (Pub. & Priv.) coccce-| 267 281 629 1100 575 —48 
TOTAL Consrauction ...........1 7 3775 ; 4003 6008 7915 4035 —49 

















“Other Shelter” includes temporary type barracks and defense durmitortes, 
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sent government estimates translated into 
figures consistent with F. W. Dodge Cor- 
poration’s recorded contract statistics. 

Three sets of adjustments have been made. 
First, it is necessary to estimate that portion 
of the total program that will be executed 
within the 37 states east of the Rocky Moun- 
tains and the portion within the cost range 
of the contract records. Second, it is neces- 
sary to adjust government figures for work 
in place to the contract, or work started, 
basis. Since much of the work to be com- 
pleted in 1943 will have been started in 
1942, percentage declines in contracts may 
be expected to be greater than the corre- 
sponding percentage declines in volume of 
work completed. The third adjustment is 
the translation into terms of the regular 
classifications of Dodge statistics. 

The figures shown in the table indicate 
for 1943 a 50 per cent decline in the total 
value of building contracts; a 47 per cent 
decline in heavy engineering contracts (pub- 
lic works and public utilities combined); a 
decline of 49 per cent in total construction 
expenditures. 

These percentage drops are drastic. But, 
they represent declines from the record 
construction volume of all time. The esti- 
mated 1943 totals compare favorably with 
the 1920-1939 average figures and the figures 
for 1940, which was a year to which war 
construction contributed a relatively small 
proportion to the total. 

These figures may safely be regarded as 
minimum figures. F’. W. Dodge advance 
estimates usually err, if at all, on the low 
side rather than on the high side. Further- 
more, the estimates are being made at a 
time when all emphasis is being placed on 
curtailment of construction. It is quite con- 
ceivable that the process of curtailment may 
squeeze out projects which will later prove 
essential and may not fully provide for all 
the new needs that may arise during 1943. 
In particular, war housing needs are con- 
siderably greater than the figures shown 
in these estimates. While it is doubtful 
whether all the housing desired for in- 
migrant workers will be provided, there will 
be a constant pressure of new requirements 
demanding new allocations of materials for 
housing purposes. No relaxation of restric- 
tions on non-war construction appears likely. 

In general, the number of very large proj- 
ects (running into the tens of millions of 
dollars) is apt to be small in 1943, as com- 
pared with the numerous huge projects of 
1941 and 1942. The bulk of the year’s pro- 
gram will consist of moderate-sized projects ; 
relatively few large industrial plants, can- 
tonments, bases and supply depots; many 
new units added for expanding existing 
large projects. It is to be noted that the 
indicated 60 percent decline in manufactur- 
ing building contracts leaves a far larger 
volume of such work than was seen in any 
peacetime year. 

Summarizing, the total dollar volume of 
1943 construction promises to exceed that 
of the average peacetime year. As a statis- 
tical total, that does not present a too dis- 
tressing prospect. However, controls will 
act in many ways besides curtailment of 
the program. Critical materials will be ra- 
tioned out on an allotment plan; price 


controls, ceilings on contractors’ charges, 


wage and salary controls, manpower prob- 
lems—all these will complicate business pro- 
cedures. 
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Cut from large Klamath Basin Ponderosa timber, Kester- 
The Kesterson 
plant is the newest and most modern in the Klamath 
Milling facilities are unexcelled. Annual 


LUM BCR 


General Sales Office: 
Klamath Falls, Ore. 


son stock is of finest quality and texture. 


Falls area. 
capacity 50 million feet. 


g ncStASOM 
Corporation 
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Lumber for the Army, 
Navy and other Govern- 
ment uses—and for reg- 
ular customers furnish- 
ing preferred ratings 
under M-208. 


UMBER 


John Day Ponderosa Fine 


PONDEROSA PINE since 1889 


Uncle Sam’s Needs Come FIRST 


. And we're giving best possible service to 

our "regular trade where high priority ratings 
can be furnished. For 53 years we “ve fur- 
nished famous “John Day” Pine and “Mount 
Hood” Douglas Fir. 
OUR BAKER, OREGON, SALES OFFICE fur- 
nishes mixed cars of Pine Yard and Shed Stock, 
Bevel Siding, Lath, Dimension, Mouldings, 
straight and mixed cars of Knotty Pine Panel- 
ing, Factory Lumber, 4/4 Cut Stock. 
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““Mount 
Hood” 
Fir sold 
through 
our Dee, 
Oregon, 
Sales 
Office. 


Member 
Western 


Pine Ass‘n. 











Properly milled and kiln dried. High precision 
modern methods of production—VIRGIN Northern 
WHITE PINE—Norway Pine—Northern Pine Lath. 
MIXED CARS—Siding—Sheathing—Framing—Crat- 
ing—Flask and Pattern Lumber. 


RAINY LAKE LUMBER CO., Ltd. 


eine the Products of J. A. Mathieu 
Limited—Rainy Lake, Ont. 


SALES OFFICE: 1204 Conway Bldg., Chicago, Illinois 
OTHER es REPRESENTATIVES 





Central States 





Fred Walker, Virginia, Minn.; R. Gillett, Eau Claire, Wis.; 


Lumber Co., Janesville, Wis.” ‘Winton Lumber Sales, Minneapolis, Minn. 











SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 


Be ree Fee Werdarek 











DISTRIBUTORS OF 


SHEVUN PINE 


Reg. U. 


ene OFFICE 
900 First National Soo Line Buildiog 


MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK 
1604 Grayber Bidg. 
Mohawk 4-9117 


1863 LaSalle-Wacker Bidg. 





SPECIES 


PONDEROSA PINE 


_ Pat. Off (PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA]) 











SAN FRANCISCO 
1930 Monadnock Bidg. 
Exbrook 7041 


CHICAGO 
Telephone Central 9182 
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Refrigerator Insulation 12261 


Celo-block, the new laminated cane fibre 
refrigerator insulation recently developed by 
The Celotex Corporation, Chicago, to take 
the place of cork from Spain is manufactured 
from the fibres of Louisiana sugar cane. It 
has a conductivity of 0.30 Btu. per inch, per 
square foot, per hour, per degree Fahren- 
heit. The supply of raw material exceeds 
all possible need of the United States and 
its allies. 

Celo-block is made by weaving and felting 
cane fibres in selected lengths and_ thick- 
nesses into one-half inch insulating boards 





of a special low density. The individual 
fibres are sterilized, waterproofed and pro- 
tected from dry rot and fungus growths by 
the patented Ferox process. 

To provide further resistance against mois- 
ture, the one-half inch boards are laminated 


together with moisture-resistant special 
asphalts between layers. An additional coat- 
ing of asphalt is then applied to the outer 
surfaces. Thus, a 2-inch thickness of insula- 
tion has five moisture-resistant asphalt 
membranes, one on each outer surface and 
three between the one-half inch cane fibre 
boards which make up the overall thickness. 

Celotex Celo-block Insulation is manu- 


factured in three thicknesses, 1%”, 2” and 3”, 
and in two sizes, 18”x18” and 18”x36”, The 
edges of the blocks are not coated with 
asphalt during manufacture. Instead, they 
are coated on the job by applying hot or 
cold asphalt with a stiff brush at the time 
the block is set in place. 


Fuel Oil Ration Formula 


One of the principal difficulties in meeting 
fuel oil rationing requirements is that the 
home owner may set his thermostat too high 
at the beginning of the heating season, with 
the result that he may be short of sufficient 
fuel for healthful temperature near the end 
of the season. 

How to determine where the thermostat 
should be set in each individual case, and the 
steps that should be taken to replace the 
gallons of fuel oil lost by rationing is ex- 
plained fully with formula and chart in a 
timely, easy to understand, authoritative 
paper prepared by G. D. Lortz, Chairman 
Technical Committee, National Mineral 
Wool Association. 

Those desiring copies of the paper may 
secure them by writing The Philip Carey 
Mfg. Company, Lockland, Cincinnati, Ohio. 


Drying Equipment 12262 

New booklet describes complete Thermex 
equipment for drying and bonding of woods, 
plastics, chemicals, fibrous matter and other 
non-conducting materials. It answers many 
of the questions and problems usually pre- 
sented in connection with this new develop- 
ment. Also discussed is the research that 
led to the production of Thermex, pilot 
operations, and actual installations. Proved 
advantages in speed and efficiency of bonding 
or drying are described. Potential applica- 
tions are cited, with comments on past ex- 
periments in related fields. This booklet 
makes it easy to understand the principles 
involved in high frequency — electrostatic 


For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the particular items in question. Sign the coupon, 
clip it and mail it to the AMERICAN LUMBERMAN, 431 So. Dearborn St. 
Chicago, Ill. The desired information will be forwarded promptly. 


12261 12262 12263 


Company 


Address ...... 


City and State 


December 26, 1942 


heating. For a copy of the Thermex booklet, 
address: The Girdler Corporation, Thermex 
Division, 224 East Broadway, Louisville, 
Ky. 


Small Homes Guide 


Timed with the War Production Board's 
authorization that top priorities ratings of 
AA-1 may be applied to essential repairs 
and maintenance of housing, is the new 
Ninth Edition of the SMALL HOMES 
GUIDE—to Wartime Maintenance and Re- 
pair, now coming off the presses. 

Most lumber dealers are seriously con- 





cerned with the problem of surviving for 
the duration, and this new manual will pro- 
vide a helpful discussion of ways and means 
to keep up maintenance and repairs. Its 
100 pages give complete details, from finan- 
cing repairs to fixing up leaky roofs. 
Another feature article gives all the facts 
concerning how to heat with less fuel and 
describes such essentials as insulation, storm 
windows, weatherstripping and caulking. 
Another section—‘“It’s Fun to Decorate”— 
describes many appealing jobs to revive 
living rooms, kitchens, bath and bedrooms. 
A free sample copy may be obtained by 
accredited lumber dealers through their own 
state or regional associations or by writing 
direct to the National Homebuilders Bureau, 
572 Madison Avenue, New York, N. Y. 


New Hardweod Plywood Standard 


The National Bureau of Standards has 
just issued in printed form the new “Com- 
mercial Standard CS35-42” pertaining to 
hardwood and Eastern red cedar plywood. 
The new standard was voluntarily accepted 
by the trade as the standard of practice 
for new production beginning July 15, 1942 
to supersede CS35-31. A copy may be 
obtained for 10 cents from the Superinten- 
dent of Documents, Washington, D C. 


Communication System 12263 


The new “Super Chief,” manufactured 
by Talk-A-Phone Mfg. Co., Chicago, IIl., 
incorporates new and exclusive features, out- 
standing among them the “Conference Traffic 
Control.” Enables any number of stations to 
hold a private conference without outside 
interference. In conjunction in the traffic 
control is a busy-signal light, illuminated 
when station is busy. For dictation of letters 
and complete recording of conferences is a 
“Uni-Trans,” or one-way automatic trans- 
mission. Utilizes latest type finger-tip push- 
button control with all mechanisms nickel 
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~_# PILOT ROCK PINE 





Soft-Textured Ponderosa from the John Day District of Eastern Oregon 
100% Kiln-Dried ° “°* Soscscuistion Kins of 


Modern manufacturing 
equipment . . Planing mill. 








Specializing in 
SELECTS and 
No. 2 COMMON 


Pilot Rock Sales Agency 


203 Radio Central Bidg., Spokane, Wash. 
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FOR VICTORY... 


.. « Invest in Victory Loan 
Securities! See your 
Banker, Investment Dealer 





or Securities Broker. 


NEW YEAR | FOR MeToRY . .. 


(<REEoEINGS for War. WOODLIFE is pro- 


tecting wood in service for the 
Let us, one and all in the land of lumber, welcome 
the New Year in the hope that it may bring us close Army, Navy, and Marine Corps 


to the final victory. Our sincere thanks to cus- 
tomers for their kindly patience during past months 
when priorities and war orders have made it diffi- 
cult to meet requirements. 


FRANK PAXTON LUMBER CO. 


Packers Station, Kansas City, Kansas 


te 
" 


on land and sea. 


Protection Products Mfq. Co. 


Mfrs. of PRESERVATIVE SOLUTIONS for 
Research Laboratory and Plant KALAMAZOO, 




















MEDFORD CORPORATION 
MEDFORD, OREGON 


Manufacturers of Kiln Dried 


Ponderosa Pine ... . . Douglas Fir 
Sugar Pine ... . . White Fir 


Members Western Pine Assn., West Coast Lumbermen’s Assn. and West Coast Bureau of Lumber Grades and Inspection. 
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silver.- plated and self-cleaning constant 
pressure, assuring quick positive action. 
Units have super-sensitive amplifier for un- 
distorted output of five watts, and permits 
operation with undiminished power and 
efficiency with units as far as 3000 feet from 
one another. Each station equipped with 
individual volume control. Private earphone 
is optional equipment. Super-Chief is avail- 
able in systems consisting of from 2 to 10 
or 20; 30, 40, 60, 80, etc., stations. Eight 
page descriptive folder will be sent upon 
request. 
Repair Check List 

IDEAL Company of Waco, Texas, manu- 
facturer of architectural woodwork, has just 
devised the “IDEAL Repair Prospect Check 
List” to be furnished free to retail building 
material dealers and home owners. Free 
copies may be obtained by writing to IDEAL 


American fiumberman 


Company, Box 889, Waco, Texas. 

This new repair check list presents fifty 
repair and maintenance items. Opposite the 
listing of repair jobs are three columns pro- 
viding blank squares in which the person 
surveying the repair needs of any building 
may check whether each particular repair 
item is: (1) “badly needed now; (2) needed 
within a year; or (3) needed after the war.” 

The first 28 items on the check list deal 
with the exterior of the home, and the re- 
maining 22 items give a complete survey of 
the possible repair needs inside the home. 
When the survey is completed, the owner 
has a complete record of the present condi- 
tion of his home and the repair and main- 
tenance items that should be given attention 
now or within the next year or after the 
end of the war when all kinds of material 
and labor again become plentiful. 
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Cross-piling kilns successfully converted to Moore Cross-Cir- 
culation System at Indiana plant of Huntingburg Furn. Co. 


Three In ’43! 


1. Increase Capacity: 


tem, producing more uniformly seasoned lumber for war 


. Improve Quality: 


Kilns to uniform moisture content required for war work. 


2 
3. Reduce Drying Costs: 


ducing steam, fuel and stacking costs. 


Moore Cross-Circulation Kilns Are Making 
Important Contribution to War Program. 
If you have not received our new Bulletin 
4211 describing this work, write for your 
copy today. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE, FLORIDA 
VANCOUVER, 
NORTH PORTLAND, ORE. 


By converting to Moore 
Cross-Circulation Sys- 


By seasoning lumber in 
Moore Cross - Circulation 


By converting to 
Moore System, re- 
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Redwood Circular 


The essence of what makes Redwood tick 
is highlighted in a colorful, four-page circu- 
lar just released for distribution by the Cali- 
fornia Redwood Association. 


Titled “California Redwood . . . Its Prop- 
erties and Uses,” the subject matter of the 
bulletin covers authentic information gleaned 
from a U. S. Government bulletin, “Cali- 
fornia Redwood and Its Uses,” published by 
the Forest Products Division of the Depart- 
ment of Commerce. Discussion covers the 
physical, mechanical and chemical properties 
of Redwood which make it the specialty 
wood that has proved so valuable to the 
current defense effort. 


Including illustrations of Redwood in use, 
the bulletin also contains a table on the 
“Average Comparative Properties of Clear 
and Virgin-growth Redwood Compared with 
a’ Number of Other Species” reprinted from 
a technical bulletin, “The Strength and Re- 
lated Properties of Redwood,” of the Forest 
Products Laboratory of the U. S. Forest 
Service. There follows a partial but long 
list of industrial uses of Redwood. 

Copies of the circular, or detailed engi- 
neering data on any subject, may be obtained 
by writing to the California Redwood Asso- 


ciation, 405 Montgomery Street, San Fran- 
cisco, California. 


Truck-Trailer Film 


A second sound-slide film in a series for 
training truck-trailer drivers has just been 
announced by the Fruehauf Trailer Com- 
pany, Detroit. This film, entitled, “The 
Skill Behind the Man”, deals in detail with 
the finer points of truck-trailer driving and 
covers emergency conditions of all types. 

It is a sequel to an earlier picture, “The 
Man Behind the Wheel’, which is intended 
particularly for beginning drivers, and 
covers such basic fundamentals as checking 
equipment, coupling trucks and _ trailer, 
double-clutching, turning, backing, etc. Safety 
is given the strongest possible emphasis in 
both films. Each was supervised by Edson 
Smith, twice World’s Champion Driver. 

In order to get wide distribution of the 
pictures and thus give the greatest assistance 
to the motor transport industry in its current 
manpower problem, the Fruehauf Company, 
through its nationwide branch organization, 
is offering free showings of both films to 
all truck-trailer operators and their drivers. 


Paint Dictionary 


The second edition of the National Paint 
Dictionary, by Jeffrey R. Stewart, F.A.I.C., 
is now ready for immediate distribution. It 
is a 224 page work which includes definitions 
of trade names used in the paint and allied 
industries, and descriptions and illustrations 
of the important testing devices and ap- 
paratus used in the paint laboratory. It is 
highly illustrated and contains charts and 
tables and miscellaneous data on paint and 
painting. Publisher: Stewart Research Lab- 
oratory, 1340 New York Ave., N.W., Wash- 
ington, D. C. Price: $7.50. 
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ba/e from Our Postbox 


Where the Reader 


is the Writer 








Pigs' Feet and Lumber 


Dear Sirs: 


The following story illustrates the posi- 
tion of the retail lumber dealer. A darky 
preacher moved to a new community and 
shortly after his arrival the members of his 
flock wishing to show their friendly feeling 
toward him, whenever a pig was butchered 
they sent the feet to his home but when 
several members of the flock did the same 
thing, they just had too much pigs feet. 
So, on Sunday morning the preacher an- 
nounced from the pulpit as follows, “If I is 
going to look after de spiritual welfare of 
dis here congregation, I’se just got to eat 
higher up on de hawg.” I think it is high 
time the lumber dealer ate higher up on 
the hawg. 

A dentist was in a few days ago and 
bought a piece of 4x6 wallboard and after 
he had gotten just what he wanted and 
asked the price, he wanted it cut in three 
pieces on the power saw, which was done 
as a matter of service without charge. He 
paid for the board and went on his way 
taking the board with him. A short time 
after, the lumberman went to the dentist’s 
office (by appointment) to have a cavity 
filled. When that job was completed and 
while seated in the chair he asked the dentist 
what the bill was, then remembered that he 
had a very small cavity starting in the top 
of another tooth and asked the dentist if it 
should be filled. The dentist looked at 
it and dabbed his drill in it and stuck a 
pinch of filling in it and told the lumberman 
that would be two dollars more. It was no 
more of a job and did not take any longer 
for the dentist to do that small filling than 
it took the lumberman to adjust his saw 
and cut the wall board. 

Who ate the highest up on the hawg in 
these two cases? I think the lumberman 
has been throwing in too much free service 
and should be paid for it, and consider his 
work more of a profession which requires 
knowledge and skill than just a warehouse 
for the storage of building materials. 
Home Lumber Yard 
Whitefish, Mont. 


Transportation Tax 
Gentlemen : 

Gentlemen, please find check for subscrip- 
tion. Please advise if you know if there 
is any kind of tax on transportation of 
lumber, since our Government is making 
laws and rulings faster then we can fol- 
low. 

P. A. Niederriter. 
P. A. Niederriter & Co., 
Marble, Pa. 
@ There is a 3% tax on all freight car- 
ried by a person engaged in the business 
of transporting property for hire. Our 
interpretation of that is that if you have 


lumber trucked by a commercial trucking 
concern, or transported by a railroad or 
barge or water shipping line, they add 3% 
to the regular rates. 

In the case of a retailer, it means that 
you do not collect any tax on deliveries 
unless in addition to being a retail lumber 
dealer, you are also engaged in the trans- 
portation of property for hire. It means 
also, that if you sell under any of the cur- 
rent maximum price regulations such as 
MPR-215, MPR-26, etc., you ad the in- 
crease in freight rate. However, if you 
are located in one of the “Basing Point 
Localities” under MPR-215, you absorb 
the tax as well as all other freight rate 
charges. 

If your business is simply that of de- 
livering lumber in retail or wholesale lots 
from your own lumber yard in your own 
trucks, you have already paid the trans- 
portation tax charged by the railroad or 
other commercial carriers, and with cer- 
tain exceptions can entirely overlook the 
whole matter. We suggest that in order 
to be sure, you take the matter up im- 
mediately with your local Office of De- 
fense Transportation and get an official 
ruling to apply to your own case and the 
particular circumstances surrounding it. 

It is almost impossible to answer any 
general question regarding a current Gov- 
ernment regulation without knowing a lot 
of specific facts which are apt to change 
the whole interpretation. In any case of 
doubt, I think the only safe procedure is 
to get a formal ruling from an official 
source.—Ed., 


Illinois Retailers’ Tax 
Gentlemen: 


A local contractor refused to pay us 2 
percent tax expense which we add because 
of the 2 percent state sales tax we pay, 
on the grounds that there has been a recent 
ruling to the effect that sales tax should not 
be paid by us (nor by him) where his pur- 
chases from us are to be used in the ful- 
fillment of a contract. 

This is the first we have heard of this 
and consequently we would appreciate what 
advice you could give us on this. 

H. R. Velde. 
Velde Lumber Co., 
Pekin, II. 


@ Replying to your letter of December 7, 
raising the question of contractor liabil- 
ity for payment of the 2% State Retailers 
Occupational Tax in Illinois, your con- 
tractor is both right and wrong. 

In July 1941, contractors were exempted 
from payment of sales tax on fixtures but 
were still required to pay it on materials. 
After a long series of discussions, a ruling 
was handed down to the effect that con- 
tractors are engaged in performing a serv- 
ice and therefore, are not required to pay 


the Retailers Occupational Tax of 2% on 
sales. That ruling has been confirmed in 
September of this year. I think also that 
the time for filing protest has elapsed and 
that now that ruling stands. . The result 
is that technically the contractor is not 
required to pay the tax, but you, as.a 
retailer definitely are required to pay it 
regardless of whether the materials-you 
sell are for private use by the purchasers 
or for use by them in fulfillment of a 
contract. OF 

If in the case in hand, you and ‘your 
contractor have a definite contract price 
agreement in which nothing is said about 
the tax and then when you bill him you 
added a tax to the contract price, I be- 
lieve that legally he is not ‘required “to 
pay you. However, what usually hap- 
pens is that the contractor files his order 
with you and includes on the.’statement 
that the agreed price includes the tax. 
Certainly the 2% tax you-are required to 
pay is a legitimate cost of doing business 
and should be added to every sale. You 
should, however, make a definite agree- 
ment with your contractor at the time the 
contract is signed. It amounts to the 
same thing as when I buy a hat for $5.00. 
The price is probably shown as $5.00 and 
then when I come to pay for it, I am told 
that the full price is $5.10 because the 
merchant is passing on to me his 2% tax. 
I do not have to pay it legally, but if 
I do. not, the, merchant probably will not 
sell to me. The difference in this is that 
I entered no written contract with him 
stipulating a price of $5.00 for the hat. 
If I did so, he would probably show the 
price to be $5.10 including tax and then 
when he makes his report to the state, 
he will show his price as $5.10, 98% of 
which is cost and general overhead and 
profit on the hat and 2% of which is the 
other sales cost which is the sales tax 
paid the state. In other words, you are 
entitled to collect your 2% but you have 
to pay the state from anybody to whom 
you sell materials but in the case of a 
written contract, you should have it stip- 
ulated on the contract as to whether ‘the 
contract price does or doés not include 
2% state Retailers Occupational Tax. 

I believe that your contractor in this 
case is a little unreasonable but I also 
believe that if he has a signed agreement 
showing the sales price that he is_prob- 
ably legally within his rights in refusing 
to pay anything more than the amount 
shown on the order. If however, your 
order shows a price which includes «the 
tax, whether the order states that the tax 
has been included or not, your contractor 
must pay the amount shown and he is 
wrong when he says that you are exempt 
from payment of the tax because of .the 
fact that the material he purchased was 
used in the fulfillment of a contract.—Ed. 








Amemcanfiumberman 


December 26, 1942 









RESOLVE NOW to 


Depend on AETNA 


for Your Plywood Needs 


eq in ! +?) 43. Our stocks still include: 


A wide ledion of sizes and thicknesses in Fir, Pine. Gum, Wal- 
nut, ~ Birch, Maple, Mahogany and many other hardwood ply- 


woods ... veneers in a variety of woods . waterproof and 
aircraft plywood . . . flush doors... cupboard. doors . . . card table 
onl inlaid wood ictures. 


“= © 

ir, Pine and Gum 

Preference Ratings ; 
Let Us Help You with Defense Requirements. 


lywood now available only on orders with 


TNA— Immediate 
1731 Elston Avenue 

om & Veneer Chicago, Ill. Warehouse 

Phone: ARMitage 7100 Shipments 








IXL MAPLE FLOORING 


The World’s Standard since 1888 





WISCONSIN LAND & LUMBER CO. 
HERMANSVILLE, MICHIGAN 











IVORY PINE | set Testre 


All that the name implies Klamath Basin 
Timber 











Quality lumber from moder mill ‘ 
and kilns. Manned by an efficient \ Ned 
organization—small enough to give <a 4’ 
your orders INDIVIDUAL attention 
—large enough to serve ALL your 
needs. Member Western Pine As- 
sociation. 














TARTER, WEBSTER & JOHNSON, inc. 


Crocker First National Bank Building., SAN FRANCISCO, CAL. 


CALIFORNIA SUGAR PINE 
PONDEROSA PINE-- WHITE FIR 


SAWMILLS 


Dorris, Cal. Nubieber, Cal. White Pines, Cal, Lakeview, Ore. 














PLANER AND 
JOINTER KNIVES 


— — — also high speed knives and 
molding cutters for the woodwork- 
ing industry. Western Agents: 


TAYLOR-STILES & CO. yi sasnine co. 
RIEGELSVILLE, NEW JERSEY st. Louis, mo. 





A GOOD STARTING 
POINT 


Standing timber bought right 
is a good beginning for any 
lumber operation. Over a long 
term of years many successful 
lumber manufacturers have 
called on us to help them 
establish timber values. And 
today if we can be helpful to 
you, we are at your service. 


H. M. SPAIN & COMPANY 


Timber Estimates & Appraisals 
Commerce Title Building 
Memphis, Tennessee 





American bscuie swivei Load Binder 


( Goodyear Pattern) 







For binding LUMB 

LOGS. Holds load yA 
Strongest . . . forged steel 
throughout" - « » Casiest to 
use. . most practical 
and effective. Three sizes. 
Write for circular and full 
information. 


“American’’ line of Log- 
ging Tools and Appliances 
is the best on the market. 
Catalog on request. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 


QHEN 













KNIGHT 


Single, Double and Triple Saw 
EDGERS ¢ Saw Mills, Dogs, Set Works 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St. Cuyahoga Falls, Ohio 





RUSSELL & PUGH LUMBER C0. 


SPRINGSTON, IDAHO 


Idaho White Pine Ponderosa Pine ( 
Douglas Fir White Fir Cedar 

















TUSCALOOSA, 


George Drolet, ALABAMA 
TIMBER ESTIMATES 


Consulting Forester Management Plans 
Depletion Reports Valuation Surveys” 











ETROPOLE 


CINCINNATI, OHIO 
400 ROOMS 


arthur C. Shafer, Gen. Mgr. 
Frank E. Martin, Resident Mgr. 











LUMBER COMPANY 


BURDETTE “merioian, miss: 


-- a little better lumber, a little 
better service -- for over 20 years 
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- « Reports from Lumber Markets 











Information contained in this department comes directly from American Lumberman rep- 
resentatives located in these cities. 


Baltimore, Md.; 
Shre 
Ala.; Kansas City, Mo.; St. Louis, Mo.: 
Wash.; Tacoma, Wash.; San Francisco, Calif.: 


General Review 


Since the War Manpower Commission 
began to function at high speed about two 
months ago, appreciable gains have been 
made in the functioning of woods and mill 
crews in many of the lumber producing sec- 
tions of the country as thousands of work- 
ers experienced in that line have been 
diverted from other activities in an effort 
to bring lumber production up to the re- 
quirements of the government for this very 
essential material. The output at the saw- 
mills—due to the withdrawal of competent 
workers to the more highly paid jobs in 
specialized war plants—had dropped _ so 
sharply as to cause dismay among officials 
of the Central Procuring Agency at Wash- 
ington charged with the task of getting 
lumber supplies to the war effort consum- 
ing points where and when needed. Repre- 
sentations of this Agency to the Manpower 
Commission resulted in a close checking of 
the needs of the industry and the adoption 
of ways and means for speeding up the flow 
of materials to the spots where the need 
was greatest. Industry must produce at 
prices set by OPA but there could be no 
move calculated to stabilize the wage scale 
and enable the lumber manufacturer to find 
a cost level at which he could operate upon 
an economically sound basis. The drift of 
workers from the manufacturers payroll, 
the monthly turnover before the adoption 
of war orders that would “freeze” labor 
at these essential jobs, directive action by 
the governments employment agencies in an 
effort to rebuild woods and mill crews to 
the required maximum, has called a halt in 
army and navy enlistments through the 
agency of the Selective Service Board which 
is now required to turn more and more 
manpower to the war service industries to 
the end that war material may not be lack- 
ing at the war fronts. 


The fullest possible utilization of woman- 
power is rapidly taking form, and while 
confined thus far to munitions and airplane 
plants and the like, it is—following the pat- 
tern of World War No. 1—reaching into 
the more rugged lumber producing indus- 
try. A quarter century ago so many thou- 
sands of men were withdrawn from the 
lumber personnel for war service as to force 
thousands of women to take over. At many 
southern mills colored women built up de- 
pleted crews and performed valuable serv- 
ice. It was not until 1942 however that the 
scarcity of lumber-jacks caused the enlist- 
ment of many lumber-jills for the actual 
and strenuous work involved in sawmill 
operation. Forest Service experts have 
been salvaging the logs felled in the 1938 
hurricane area of New England. They 
were approaching the end of their task of 
converting and marketing close to a billion 
feet of down logs. A sawmill was set up 
near Concord, N. H. to reduce to lumber 
tr: largest remaining block of logs that 
scaled 12,000,000 feet. Grover M. Conzet 


Buffalo, N. Y.; Cincinnati, Ohio: New York 
ort, La.: Memphis, Tenn.; New Orleans, La.; Ja 
Minneapolis, 


City: Philadelphia, Pa.; tee. Va.; 
cksonville, Fla.; Houston, Tex. B: 


Minn.; Portiand, Ore.; Seattle, Wash.; S$: 


oston, Mass. 


a former state forester of Minnesota was 
placed in command of the project. Trained 
mill workers were not available and it was 
decided to try the experiment of enlisting 
an all-woman crew. Eight of these feminine 
Paul Bunyans have already attained a pro- 
duction of 9000 feet in an eight hour work 
day. They propose to increase this to 10,- 
000 feet. The wage is $4 per day but there 
are said to be plans in the making to bring 
the wage into line with the current scale 
for men workers in that particular section. 
We are informed that the experiment has 
met every expectation of the promoters and 
doubtless will be duplicated at other projects 
carried on by the government. It is also 
noted that the Laconia Milling Co. a 
civilian operation 30 miles north of Concord 
has just added nine women to its dressing 
mill crew. 

This scarcity of manpower for the opera- 
tion of lumber mills is nation-wide, and 
highlighted a Senate committee report a few 
days ago in Washington which warned of 
an acute lumber shortage in 1943 unless 
mill capacity is manned for a maximum out- 
put. To this end Forest Service and the 
Senate Committee on Forestry is preparing 
a bill which proposes a $100,000,000 revolv- 
ing fund to finance the reopening of hun- 
dreds of small idle sawmills that have been 
forced to suspend operations due to low 
ceiling prices for the product, and inability 
to staff their logging and mill crews, at 
prevailing wage scales. 

Canada’s Timber Controller Alan H. 
Williamson has dealt with statements re- 
cently made to the United States Senate 
Committee investigating the war program, 
regarding exports of Canadian lumber and 
logs to the United States. This year, these 
exports will amount to 1,300,000,000 board 
feet, which is more than double the quan- 
tity of exports to the United States in any 
year from 1932 to 1940 inclusive. Dealing 
with the alleged embargo on export of 
British Columbia Douglas fir logs, the Con- 
troller said:—‘Actually, the exports of 
such logs normally have represented less 
than one per cent. of the log production in 
Oregon and Washington. They are thus 
seen to be so small as to have no effect, 
one way or the other, on the American war 
program.” 

Continuing, the Canadian Timber Con- 
troller said:—“The Canadian Timber Con- 
trol has been working closely with the War 
Production Board to assure adequate sup- 
plies for the United States war effort, even 
at the cost of denying ourselves lumber we 
badly need. The joint policy of the WPB 
and our Control has been to see that logs 
are sorted and sawn into types of lumber 
most urgently required, and that the lum- 
ber is channelled into the war effort in order 
of priority, taking into consideration, at all 
times, the war requirements of both 
countries.” 

Exports of logs and lumber to the United 
States are on a permit basis. “By employ- 
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ing this permit system,” the Controller said, 
“we are assisting the WPB in making sure 
that lumber does not get into the hands of 
non-essential users. The export permit sys- 
tem thus supplements our own _ control 
which prevents non-essential users in Canada 
from purchasing lumber needed in the joint 
war program.” 

The Controller also declared that if any 
export permits have been refused, it has 
only been because the lumber was des- 
perately needed for the Canadian war ef- 
fort. “In addition it must be remembered 
that Britain depends upon Canada for her 
lumber. Out of an estimated production 
of four billion feet in 1943, Canada will 
ship one billion to the United Kingdom.” 


Demand 


Eastern Market 


The demand for northern pine is strong 
in the BUFFALO market, much of the 
lumber wanted being for box and crat- 
ing purposes. The hardwood demand con- 
tinues in good volume in the Buffalo mar- 
ket. Maple and oak are among the woods 
most in demand. The Curtiss-Wright Cor- 
poration Airplane Division is using much 
hickory, spruce, birch, gum, mahogany and 
Douglas fir in their new wood construc- 
tion of cargo planes. 

NEW YORK STATE communities in 
which housing projects “are or will be” 
located included Elmira, New Rochelle, 
New York City, Niagara Falls, North 
Tonawanda, Port Chester, Schenectady, 
Tonawanda and Yonkers. 

The concensus of all comment in dis- 
tributing lumber circles at BOSTON leads 
to the conclusion that it is next to im- 
possible to place orders with the larger 
mills in Canada, in the South country or 
on the Pacific Coast. 

The business in hardwoods is proceeding 
in BALTIMORE on an active scale. With 
the war machine needing metals more 
than lumber, the pendulum has swung 
back to the use of oak, poplar, maple, and 
other hardwoods on a scale that keeps 
furniture factories and other woodwork- 
ing establishments producing the limit. 
The call for oak flooring continues quite 
brisk. 


Southern Market 


There is some talk in BIRMINGHAM 
that the government demand for South- 
ern pine has eased up a bit, but if this is 
true, it may be only a prelude to addi- 
tional lettings in January. Although mills 
may not have booked quite as many new 
orders in December as usual they are 
still piled up with business. 


Southwest Market 


Demand for lumber in the KANSAS 
CITY area continues to exceed production 
by a wide margin. There is a big demand 
for inch stock, and the government is 
scouring this area in search for this item. 
One mill, with headquarters in Kansas 
City, last week received a “rush” order 
for 500,000 feet of 1l-inch yellow pine. No 
such supply was available at the com- 
pany’s several mills in the South and 
other sources were called in an effort to 
fill the order. After a week of hunting 
only 100,000 feet of the grade of inch stock 
needed were found. Retailers would like 
to stock up on No. 3 yellow pine, one of 
the unrestricted items. The supply is 
too short, however, to go around. In the 
ease of uppers, also on the unrestricted 
list, retailers find that prices are too high 
for civilian consumption. 


West Coast Market 


Eastern wholesalers are shopping 
around SEATTLE for lumber. All No. 3 
common is snapped up quickly by local 
yards. 

There is no let up in the demand for 
shingles and call for red cedar siding and 
red cedar lumber continues very strong. 
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Demand for logs, especially fir and cedar 
is extremely strong. 

Last week the state land commissioner 
in TACOMA, WASH.,, said that he had re- 
ceived no bids on approximately $200,000 
worth of airplane spruce in the Queets 
river area on the Olympic Peninsula. In- 
decision over price ceilings was believed 
to be the principal reason no bids were 
received, but it is believed that the regents 
of the University of Washington, which 
owns the timber, probably will order the 
78,000,000 feet of choice spruce involved 


readvertised. 
Pines 


The western pines are in short supply 
in the Buffalo market, as for some time 
past. A little Ponderosa pine is said to 
be available in certain grades, but both 
sugar pine and Idaho pine are quite diffi- 
cult to obtain. To a large extent the 
Canadian supply has been shut off and 
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where an order is entered for shipment 
delays in delivery of two or three weeks 
are reported. 

At ROCHESTER only about 50 percent 
of the normal supply of Christmas trees, 
approximately 20,000 has come in and 
wholesale prices have been advanced 50 
to 75 cents a bundle. Retailers bought up 
their entire supply ten days earlier than 
usual. Reasons for the shortage in sup- 
ply include the Canadian government’s ac- 
tion in limiting cutting and transportation 
of trees for domestic use or for export. 
Canada formerly supplied Northern and 
Eastern United States with four or five 
million trees. 

Owing to the heavy rains and snow 
storms around KANSAS CITY, mills have 
been unable to work the forests and a 
shortage of logs has developed. The small 
mills have generally been put out of com- 
not reopen until next March. 

COLORADO lumber production is 10 per- 
cent below normal as a result of man- 
power losses within the industry, some of 
the men going into other types of work 














their efforts. 


KIRBY 


Yellow Pine 


KIRBY BUILDING 








have placed patriotism pedestal-high. Caught 
in a maelstrom of change brought about by 
the necessities of War effort that has caused 
business as they knew it to almost disappear, 
they have remained true, 
loyal Americans. Sacri- 
fices and privations have 
been accepted uncom- 
plainingly because thus 
they might help the cause 
for which we fight. 


To these men goes our special praise. To them 
further, we extend wishes for a New Year full 
of promise, and a hope of fruitful reward for 


CORPORATION 


"A Wood for Every Purpose’ 





Year 


A year draws to a close. A 
period of time slips into the 
past—a period crowded with 
history-making events. A 
moment arrives appropriate for 
serious thought. 


Lumber Dealers, as a group, 
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Southern Hardwoods 


HOUSTON, TEXAS 
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in spite of the war manpower commis- 
sion’s order “freezing” them to their jobs, 
according to John W. Spencer, head of the 
mission for weeks and they probably will 
division of timber management for this 
forest service region. The drift has been 
most pronounced in the Dead Man timber 
sales area in the northwestern Roosevelt 
national forest, where eight of nine oper- 
ating mills have closed down. 

A wholesale exodus which began 48 
hours before the freeze order went into 
effect was intended by the woods workers 
to circumvent the order, according to W. 
R. Haynes, timber sale ranger in the 
Dead Man area. Coming of the first heavy 
snow speeded the evacuation from the 
mountains of between 200 and 300 workers 
specially imported from Missouri and 
Arkansas. These woodsmen, accustomed 
to a gentler climate, were so anxious to 
get back to their homes that they ignored 
the order. 

In recent weeks several carloads of 
molding and venetian blind material of 
ponderosa pine have been shipped from 
MeNary, Arizona, to factories in New 
York, New Jersey and Pennsylvania. Up 
to this year it was rare for Arizona lum- 
ber to move beyond the States immediately 
adjoining Arizona. 

The United States Forest Service states 
that the timber cut in MARYLAND in 1941 
amounted to 156,379,000 board feet as 
against only 40,293,000 board beet the pre- 
vious year. 

The weather in NORTH CAROLINA has 
been very cold and some snow has fallen, 
with occasional heavy rains. This condi- 
tion has tended to slow up production at 
the mills that were trying to operate 
under great handicaps. 

Somewhat disconcerting to millmen in 
BIRMINGHAM was the announcement that 
the U. S. Forest Service proposes to enter 
the lumber business with $100,000,000 capi- 
tal. Just what effect this will have on 
production was anybody’s guess. Ii is 
admitted that many small mills in the 
South are either down or operating only 
part time for lack of labor and capital and 
likely help will be extended to them. 

The situation regarding yellow pine 
around SHREVEPORT, LA. is that mills 
simply cannot manufacture as much yel- 
low pine as is needed to meet the re- 
quirements, the bulk of which are com- 
ing from the national government in 
connection with its war and defense pro- 
grams. This year the mills could not 
meet this demand fully, and they will be 
no better off next year, unless, as they 
point out, the government should ask for 
much less lumber, which it is not ex- 
pected to do. The weather is good but 
the labor situation continues unfavorable, 
and gradually growing worse. 


West Coast Woods 


TACOMA, WASH., sawmill operators at 
present are more concerned over whether 
their log supply will continue to be ade- 
quate than they are over any other prob- 
lem affecting the lumber industry. To date, 
there have been no Tacoma mill closures 
due to lack of logs, but it is problematical 
as to how long this situation will continue. 

The Gray’s Harbor plant of the Harbor 
Plywood Corporation was closed down be- 
cause of lack of logs, but the shutdown 
was only for a couple of days, according 
to our correspondent in ABERDEEN, 
WASH. Shortage of loggers, log shipping 
difficulties and exhaustion of reserve log 
supplies forced the shutdown, company 
officials declared. 


Consolidated Shipping 


The most critical item in the supply sit- 
uation in SEATTLE is logs, particularly 
fir and cedar. As early as November it 
could be seen that the logging industry 
was entering winter with a low inventory. 
Two storms, one at Thanksgiving and one 
in early December have caused many 
camps to close and practically stopped 
truck logging. In addition the refusal of 
British Columbia to allow export of logs 
except for some cedar is contributing ma- 
terially to the shortage. Last year 240 
million feet of B. C. logs found their way 


(Continued on page 42) 
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+ Lumber Prices & Statistics Lasting Maple 





Western Pines 


Following delivered prices, based on 
past sales, were reported to the Western 
Pine Association by members during the 
period Dec. 7 to 12, inclusive. Both di- 
rect and wholesale sales are included and 
are based on specified items only. Two 
districts are given, one being the State of 
Illinois, outside of the Chicago metropoli- 
tan district and the other the State of 
Pennsylvania. Quotations follow: 

ILLINOIS 
PONDEROSA PINE 
Selects S2 or 4S— 


© Beet Biksecs -c0s $82.75 $82.75 
Dy Beret Riss. eves 68.75 69.25 
~— s2s— No. 1 No. 2 
Se caer ariar ices as tals ease dsat Sorat $58.75 $50.75 
Commons, 82 or 4S— No.2 0. 3 
:  ) . ererrra ye $49.68 $45.50 
eee 51.72 ate 


IDAHO WHITE PINE 
Commons, S2 or 4S— 
Colonial Sterling Standard 
No. 1 No. 2 No. 3 
Clb - Se $61.50 
SUGAR PINE 
Selects 





4/4 RW 5/4RW 6/4 RW 
D Select RL... ‘ $80.00 mbes 
LARCH-DOUGLAS FIR 
Vertical Grain Flooring— 

Ce, ii eee kgictosssd-sean $69.50 


PENNSYLVANIA 


PONDEROSA PINE 
Selects S2 or 4S— 


1x8 5/4 RW 6/4RW 
i A ee $83.10 $85.70 $85.25 
DP RE os 0icis ace 68.50 71.25 71.25 
~— Ss2Ss— No. 1 No. 2 
aerate ix Ric ani a ata wl sr ecco $62.25 as fe 
Commons, S82 or 4S— No. 2 No. 3 
2) See ee 51.50 hie 
1x12 RL bas aisle plays amis oiaCevea 53.62 47.58 
IDAHO WHITE PINE 
Selects, S2 or 4S— 1x8 6/4 RW 
Guetity (i) His. ..<ccces $69.00 $86.25 
Commons, S2 or 48S— 
Colo- Ster- Stand- 
nial lin ard 
No. 1 No. No. 3 
et ee 58.22 50.12 
(Ca) Se 63.67 0.25 
LARCH—DOU GLAS FIR 
Vertical Grain Flooring— 
CE EE BEB vic 6 Cre rcctaneoerws $61.00 





Western Pine Summary 


The Western Pine Association reports as 
follows on operation of identical Inland Em- 
pire and California mills during the week 
ended Dec. 12: 

Report of an Average of 96 Mills: 
Dec. 12,1942 Dec. 13, 1941 


Production ..... 56,236,000 66,113,000 
Shipments ...... 69,116,000 70,944,000 
Orders received.. 55,734,000 70,905,000 


Report of 96 Identical Mills: 

Dec. 12,1942 Dec. 13, 1941 
354,866,000 243,122,000 
879,006,000 1,194,328,000 

Report of 96 Identical Mills: 

--Total for Year to Date— 
1942 1941 


Unfilled orders.. 
Gross stocks..... 


Production ..... 3,623,211,000 3,677,968,000 
Shipments ...... 4,125,168,000 4,022,618,000 
Bo 4,165,740,000 3,982,763,000 





Southern Pine Statistics 


Following is a summary of reports from 
southern pine mills for the week ended 
Dec. 12: 

Number of mills, 104; Units}, 87 
Three-year average production* 27,622,000 


Actual pro@uction .......cscecs 22,510,000 
NII hitias fat Shee ove cerivra, bus aot alor ao 24,745,000 
i ee erm 27,613,000 


Number of mills 104 
On Dec. 12, 1942 
eee errr 134,655,000 
re or een 45,245,000 
*Oct. 31, 1938, to Nov. 1941. 


TUnit is’ 316, 000 feet of tig. -year average” 
production. 


Southern Hardwoods 


Following are ranges of f.o.b. mill 
prices on rough, air dried southern hard- 
woods, from reports of sales made dur- 
ing the week ended Dec. 16: 


Quarteced Red Gum Plain Red Oak 
No. 1 & Sel.— FAS— 
eee 63.00 4-4 ....59.75@60.00 
8-4 ....65.00@65.50 No. 1 fhe Sel.— 
Plain Red Gum 4-4 - 38.00 @ 38.50 
FA 5- mane 45.50 
s— 6-4 48.50 
4-4 ....92.25@92.50 | No. 2 Gom.— 
— ar ©: ei 32.00 
No. 2 Com.— , Ash 
ie ais 32.50 | FAS— * 
ee 46.50 
Quartered Sap Gum No. 1 & Sel.— 
FAS— 4-4 33.50 
nn eee 60.5 No. 2 Com.— 
Oo ré “ 's 1 75. 20 4-4 26.25 
fe) el.— 
4-4 650 | pas «_ Beech 
6- 4 eeee Hy 50 alt 43.00 
- —— 50 No. 1 &2a— 
Plain Sap on -4 33.00 
FAR— No. 2 Com.— 
cr 56.50 | 4-4 .. 23.00 
5-4 aid 60.50 Elm 
No. 1 & Sel.— — 
4-4 ens 42.50 -4 43.50 
5-4 a 47.50 No. 1 & Sel.— 
6-4 as 50.50 -4 33.50 
No. 2 Com.— No. 2 Com.— 
4-4 “es 26.00 -4 26.50 
7 asus Plain ‘Spemnese 
8-4 30.50 | No.1 & Sel.— i 
Plain ‘Black Gum ee rhe — 
Willow 
No. 2 Com.— F AS— 
oo 26.50 * eer 51.00 
Quartered Tupelo 5-4 . 57.00 
FAS— No. 1 & Sel.— 
8-4 62.50 st, 41.00 
No. 1 & Sei. Bel cae 43.00 
52.50 | No. 2Com.— 
" inh Tupelo a ee a 
FAS— Magnolia 
4-4 ....49.00@50.50 
No.1 & — No. 1 & Sel.— ” 
4-4 5 Goo: .00@40.50 | 4-4 * See 47.50 
oO. om.— 
 ipeitiates 31.00 — 76.50 
Plain White Oak a 86.50 
FAS— Selects— 
ae 74.75 i ree 68.00 
No. 1 & Sel.— SS ae 85.00 
ee 42.00 Shop— 
6-4 50.00 ae 75.00 








Treated Timbers Prove Value 


After a ten year service test, pressure- 
treated timbers in a drift mine located in 
central Pennsylvania coal fields have saved 
$12 per three piece set, according to esti- 
mates of the American Mining Congress 
District Committee of Central Pennsylvania. 
The estimate is based on a three-year life 
span for untreated timbers. 

The test installation includes a drainage- 
way built 8,500 feet through virgin coal in 
which 1400 timber sets support the mine 
roof. Recently, inspectors found that the tim- 
bers, installed in 1931, showed no signs of 
decay, even though one leg of each support 
is set in a ditch carrying continually moving 
water through the drainageway. Preserva- 
tives used in treating the timbers were creo- 
sote, zinc chloride, zinc-meta-arsenite, and 
Wolman Salts. 

In light of today’s metal shortage, it was 
estimated that at least 200 tons of steel 
were saved by using the timber supports 
instead of metal in a 1400 foot segment of 
the drainageway alone. 


Makes Lasting 
Friends 





For this completely remodeled job, 
Hove’s progressive Minneapolis gro- 
cery wisely chose Northern Hard Maple 
floors—for beauty, comfort, low up- 
keep. Larson and McLaren, Architects. 


An owner’s solid satisfaction, after. you 
furnish a Hard Maple floor for him, paves 
the way for you to land the bigger jobs 
that are bound to follow the war. He can’t 
forget the bright, clean beauty of Maple— 
its resistance to hard wear and its low 
maintenance cost—or the good judgment 
that prompted you to suggest it. 


Those flooring qualities—plus its smooth, 
warm comfort underfoot and ease of clean- 
ing—make Northern Hard Maple the ideal 
floor for war projects, defense housing, 
factory rehabilitation, food plants, stores, 
schools, and homes. 


For today’s many repair, maintenance 
and remodeling jobs as well as new con- 
struction, sell MFMA Northern Hard Maple 
—for permanent satisfaction! MFMA trade- 
marked and guaranteed! In strips %” to 
53/32” thick, widths 1%” to 3%”, to suit 
perfectly every flooring requirement. Also 
a wide range of sizes in blocks. Write for 
Grading Rules booklet and photo-descrip- 
tive folder. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 


1795 McCormick Building, Chicago, Iinois 











FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 

















THE FEATHER RIVER 
LUMBER COMPANY 
Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 
DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 
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Will we win 
the V in 
43°? 







“VICTORY” 


is the watchword for 
“Work to Win the War” is the New Year 


1943. 


Greeting. “I Will Do My Part” is the 
Resolution every American must make. 


The war job is the ONE thing that counts 
right now. It’s bigger, more vital than 
ever. It’s a duty not one of us can shirk. 

To do EVERYTHING within our 
power to help our country in this time of 
need. To do ALL we can to match the 
bravery of our men on the fighting front. 
These Western Lumber Wholesalers, 
sending New Year Greetings to the trade, 
offer their full and complete facilities for 
the quick and economical distribution of 
lumber, vital material of war. 


The Western Wholesalers listed below 
supply the Western Softwoods—Douglas 
Fir, Ponderosa Pine, Western Red Cedar, 
Idaho White Pine, West Coast Hemlock, 
California Sugar Pine. 





DUNCAN LUMBER COMPANY, INC. 


Specialists in Heavy Douglas Fir Clear Cants 
and Shipdecking. 


SEATTLE, WASH. 


MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Morrill & Sturgeon 
Lumber Co. 
(Sawmill: Pine 


CARL SODERBERG Products Corp., 
LUMBER COMPANY "neville. Ore.) 


Spokane, 
Manufacturers and Wholesalers Washington 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - - WASHINGTON 











The Mark of Quality 


Yeon Bidg., Portiand,Ore 
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Name New Presidents 

W. A. Peavy, nephew of the late A. J. 
Peavy, has been elected president of the 
Peavy-Moore Lumber Co., with headquarters 
in Shreveport, La., and mills at Deweyville, 
Texas. 

Prior to his eleva- 
tion to the presi- 
dency, Mr. Peavy 
had been sales man- 
ager of the company 
for a number of years 
and has been with the 





W. A. Peavy 





company for nearly 
twenty years. 

D. L. Handley of 
Holopaw, Fla., has 
been elected presi- 
dent of Peavy-Wil- 
son Lumber Co., with mill at Holopaw, Fla. 

30th new presidents succeed A. J. Peavy, 
well known figure in the lumber industry, 
who passed away Nov. 16 after an extended 
illness. 

Both Peavy-Moore Lumber Co. and Peavy- 
Wilson Lumber Co. are old established com- 
panies, producing southern pine and southern 
hardwood. 

W. A. Peavy who has become president 
of Peavy-Moore Lumber Co., became actively 
connected with the Peavy lumber interests 
in 1921. After two years in the operating 
plants of Peavy-Byrnes Lumber Co. and 
Peavy-Moore Lumber Co., he joined the sales 
department, becoming assistant sales manager 
in 1926 and sales manager in 1934. Before 
becoming actively connected with the Peavy 
organization, Mr. Peavy was graduated from 
Washington and Lee University, received his 
B.S. degree at Centenary College, Shreve- 
port, and his Masters degree at the Univer- 
sity of Pennsylvania. 

Mr. Handley first became connected with 
the Peavy-Byrnes Lumber Co. in 1910, as 
store manager at Kinder, La., becoming as- 
sociated with the Peavy-Wilson Lumber 
Co, in the same capacity at Peason, La., in 
1917. He was made vice president and man- 
ager of the latter concern in 1919. After 
that plant ceased operations in 1934, Mr. 
Handley was sent to Holopaw, Fla., as gen- 
eral manager of the Peavy-Wilson interests 
in that State, and held that position until 
this past January, when he was elevated to 
the presidency of that company. 


Lumber Market Reports 
(Continued from page 40) 


to Oregon and Washington mills. Short- 
age of labor in the camps is also contrib- 
uting to a smaller input. 

Rail mills continue to be loaded up with 
government orders. Some are down due 
to the log shortage. However some do- 
mestic demand is being met. More hos- 
pitals and hangars for planes are being 
scheduled for the immediate future and 
this is cutting into supplies. Shingle mills 
are still badly oversold and production is 
less. Siding mills also have little lumber 
on hand. 

The log situation is becoming increas- 
ingly aggravated around VANCOUVER, 
particularly in the more out-of-the-way 
camps. Woods labor is comparatively well 
distributed among operations. situated 
close to town, but for others the position 
has become extremely difficult, and in 
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some instances completely untenable. Typ- 
ical of such camps is one which reports 
general personnel reduced to 40 percent 
of normal and falling and bucking crews 
down to 20 percent. The longer such con- 
ditions are allowed to continue the more 
abrupt will be the drop in inventories 
and the more men it will require to re- 
store production to normal levels. Some 
of the operators are of the opinion that a 
continuation of present conditions will 
mean the reduction of output by 40 to 50 
percent next year. 


Other Woods 


Hardwood stocks are lower than ever 
before in SHREVEPORT, LA. and the 
manufacturing and other hardwood groups 
facing steadily increasing problems. 

Hardwood production around MEMPHIS 
for the first nine months of the year was 
more than 10 percent under sales. It was 
slightly less than 10 percent for the last 
quarter. Prices have held up. Oak floor- 
ing sales declined to about 40 percent of 
normal production with production about 
10 percent less than output. Prices have 
only a slight decline from earlier-in-the- 
year levels. Hardwood flooring men are 
looking forward to a large amount of 
business next year but will have to in- 
crease their inventories which are now 
25,000,000 feet under four months ago. 

There have been occasional shipments 
of hemlock in BOSTON but in this line 
the volume of production is said to be 
well below normal, and does not add up 
to an important addition to available sup- 
plies. All prices are strictly at ceiling. 

Importers of balsa wood on _ the 
PACIFIC COAST were recently advised 
that imports under existing contracts are 
prohibited unless the material has been 
prepared for shipment to the United 
States. WPB stated that aero-grade balsa 
wood, even if prepared for shipment, may 
not be imported without specific permis- 
sion. The new action was taken to prevent 
the contracts which remain out-standing 
from conflicting with the governmental 
program: to obtain balsa wood from 
Ecuador and other South American coun- 
tries. Sales and use of balsa wood is 
governed by Order M-177. 


Propellors Require Controlled 
Drying 

Sensenich Bros., Lititz, Penn., is doing a 
good job seasoning birch for building lami- 
nated propeller blades for the air forces. 
Since placing their Moore Cross-Circulation 
Kiln in operation, this plant has produced 
thousands of laminated birch propellers. 

Seasoning airplane propellers requires ex- 
act scientific control of drying conditions be- 





fore the blanks are laminated and finished. 

Reasons for the high quality of seasoned 
lumber produced in this modern kiln is the 
Moore Autographic Controller, which ther- 
mostatically controls all drying conditions 
and seasons lumber on predetermined sched- 
ules, and the careful stacking of lumber, as 
shown in picture above. 

Sensenich Bros. is a partnership composed 
of Harry M. Sensenich, general manager, 
and Martin M. Sensenich, works manager. 
H. R. Ulrich is chief engineer and Jos. 
Wuersch is kiln foreman. 
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15 yards conerete 
1150 conerete blocks 8” 
100 concrete slabs 4” 
28 ft. 8/12 flue lining 
980 common brick 

{ clean out door 


1 thimble 

Mortar for above 

7 pes. 2/8—14-0 No. | plates 

5 pes. 2/8—12-0 No. ! plates 

54 pes. 2/8—12-0 No. | joists 

4 pes. 28—14-0 No. | headers 

180 pes. cut bridging 

1400 ft. 1/6 No. 2 D&M 

750 lin. ft. 2/4 No. | plates 

315 pes. 2/4—8-0 No. | studs 

12 pes 1/4—12-0 No. 2 bracing 

22 pes. 2/8—12-0 No. | ceiling joist 
22 pes. 2/8—14-0 No. | ceiling joist 
6 pes. 2/6—12-0 No. | ceiling joist 
1500 ft. wall sheathing 

44 pes. 2/6—16-0 No. | rafters 

16 pes. 2/6—12-0 No. | rafters 

8 pes. 1/8—10-0 No. 2 cellar beams 
Q0 lin. ft 1%x6 clear finish 

GO lin. ft. 1%ex8 clear finish 


90 lin. ft. 3” cornice mold 


BILL OF MATERIAL 


1265 ft. 1/6 No. 2-roof sheathing 
11 1/3 squares roofing 

6 rolls slaters felt 

1800 ft. 3%4x8 siding 

500 Ibs. nails 

3600 ft. plaster base 

400 yards plaster 

Metal corners & angles 

650 ft. %xi'2 hdw. fig. 

6 pes. 4-0x8-0 4%” 3 ply 

3 rolls BW paper 

| basement stair & platform 

{ grade stair 

1 coal chute 

4 collar sash units 

1 plank door frame 

{ door 2-8x6-8 1% 5X 

1 entrance door frame 3-0x6-8 detail 
10. S. dr. fr. 2-8x6-8 

2 wd. frs. 32x24 2 It. 

8 wd. frs. 26x24 2 It. 

i wd. fr. 26x20 2 It. 

2 wd. frs. 24x18 2 It. 

| louver frame 

2 wds. 32x24 2 it. div. 16 It. gla. 


8 wds. 26x24 2 It. div. 12 It. gla. 


Complete Blueprints, Specifications and List of Materials, $3.50 


1 wd. 26x20 2 It. div. 12 It. gla. 
2 wds. 24x18 2 It. div. 12 It. gla. 
1 0. S. dr. 3-0x6-8 1% 6 panel 
1 0. S. dr 2-8x6-8 13% 3x6 It. 

4 doors 2-6x6-8 13% 2 panel 

4 doors 2-0x6-8 13¢ 2 panel 

1 door 1-6x6-8 13% 2 panel 

8 ins. jbs. & stops 

| sliding jamb 

20 sides door trim 

it sides wd trim 

280 ft. SYe base & shoe 

40 ft. hook strip 

40 ft. 1/12 No. 2 shelving 

12 ft. pole 


2 thresholds 


1 attic stair 


1 set kitchen cases & hdw. 
1 towel case & hdw. 

i medicine case & hdw. 

2 pair shutters 

2 metal porch rails 

280 Ibs. sash weights 

2 hanks cord 

13 sash locks & lifts 

12 door locks 


12 pair butts 


SUB CONTRACTS: 


Plumbing, Heating, Electrical, Painting, 
Sheet Metal, Linoleum 
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BILL OF MATERIAL 


CONCRETE AND BRICK WORK 


210 ew. ft. concrete footing 

1075 eu. ft. conerete walls 

862 sq. ft. 4” conerete fir. bsmt. 

36 sq. ft. 4” concrete fir. frt. & rear ent. 
3 conerete steps 8°x12°—5'0” 

4 concrete steps 8°x!2°—3'6” 

32 lin. ft. single flue chimney furnace 

32 lin. ft. 8°xI2” flue lining 

Wall and ceiling finish 

5040 sq. ft. wall and ceiling 


ROUGH HARDWARE: 


15 sets sash weights and cord 
60 Ibs. nails 
| each, coal chute & fir. drain 


ROUGH LUMBER: 


pes. 6x6—7'0" posts 

pes. 2x8—14'0” girders 
pes. 2x8—10'0" girders 
pes. 2x8—18'0" girders 
pes. 2x6—12'0" sill plate 
. 2x6—14'0" sill plate 
pes. 2x10—12'0" sill 


SQMaQeQnnaees 
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pes. iu 
24 pes. 2x10—14'0” Ist fi. joist 
24 pes. 2x10—i6'0" ist fi. joist 


24 pes. 2x10—8'0” Ist fi. joist 

20 pes. 2x8—i2'0” 2nd fi. joist 

10 pes. 2x8—i4'C” 2nd fi. joist 

13 pes. 2x8—16'0” 2nd fil. joist 

16 pes. 2x8—18'0” 2nd fi. joist 

22 pes. 2x4—10'6” collar beams 

6 pes. 2x4—18’0” collar beams 

48 pes. 2x6—20'0” rafters 

6 pes. 2x6—16'0” rafters 

10 pes. 2x4—16'0” dormers, front 

4CO pes. 2x4—8'0” studs 

80 pes. 2x4—16'0” plates & shoe 

36 pes. 2x4—8'0” coal bin & fruit closet 
5 pes. 2x4—-16'0” coal bin & fruit closet 
460° BM 1x6” D&M coal bin & fruit closet 
150° BM {xi2” rough coal bin 

500 lin. ft. ix3 bridging 

1400' BM 1x4 roof sheathing 

15 squares roof. 

1700 sq. ft. 34” insulaton, walls 

2100° BM 3x8" siding, walls 

115C’ BM ix6 D&M sub-floor 

1950 BM {x3 finish floor 

1200 sq. ft. building paper, floor 


MILLWORK: 


1 0.8. door freme 3/0x6/8—1% ft. ent. 
i &. ent. comp. pilasters, brackets & heod 
an 


Complete Blueprints, Specifications and List of Materials, $3.50 





22 lin. ft. %4x16” closet shelves 

18 lin. ft. %4x5” hook rail 

dozen coat hooks 

door 3/0x6/8—1%4” as shown 

side 1.8. trim 

0.S. frame 2/8x6/8—1%”, rear ent. 
door 2/8x6/8—134”, as shown 

side 1.S. trim 

bsmt. sash & frames 10/16—1%” 3 It. 
twin window frames 26/24—1%” 2 It. 


windows 26/24—134” 2 It. ry 


sides 1.S. trim, twin 

windows & frames 26/24—1%” 2 It. 
sides 1.8. trim 

window & frame 32/24—1%” 2 It. 
side 1.S. trim 

window & frame 20/16—i%” 2 It. 
side 1.S. trim 

window & frames 20/20—i3,” 2 It. 
sides 1.S. trim 

window & frames 26/20—1i%” 2 It. 
sides 1.S. trim 

sash & frame 16/20—1%” 1 It. 
side 1.S. trim 

m4 frames 24/16—13_” 1 It. div. 


sides 1.S. trim 

pair 0.8. shutters 26/24—Ii'%” 2 It. 
plaster arch form 8'0” 

plaster arch form 5'0” 

i plaster arch form 3'0” 

Interior doors 

1 1.8. door & frame 2/8x6/6—13%4" 5%” 
2 docrs 26x6/8—1%” 

2 sides plain trim 

1 1.8. door & frame 2/8x6/8—1%” 5%” 
1 batten door 3/0x6/4—7%,_” 

No 1.S. trim 

1 D.A. door frame 2/8x6/8—13%”" 51%” 

1 door 2/8x6/8—1%” 

2 sides 1.S. trim 

5 1.8. doors & frames 2/8x6/8—1I%"—5'4” 
10 sides 1.8. trim 

2 1.8. door frames 2/6x6/8—1%"—5'4” 
2 doors 2/6x6/8—1%” 

4 sides 1.S. trim 

2 1.S. doors & frames 2/4x6/8—1%%"—5'%”" 
4 sides 1.8. trim 

3 1.8. doors & frames 2/0x6/8—1%”"—5'%4” 
6 sides 1.8. trim 

1 1.8. door & frame 1 /8x6/8—1%"—54”" 
2 sides 1.8. trim 

2 1.8. doors & frames 2/4x6/0—1%%"—5'4" 
4 sides 1.8. trim 

400 lin. ft. %4x4%” base 

400 lin. ft. %x%” base shoe 

40 lin. ft. 34x16” closet shelves 
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40 lin. ft. 34x18” fruit closet shelves 
52 lin. ft. %x5” hook rail 

70 lin. ft. %4xi'/2” cleats 

corner china cases stock 

medicine cases stock 

base kitchen case 4/0x3/0—24” 

base kitchen case 3/0x3/0—24” 

wall kitehen case 4/0x3/10—12” 

wall kitehen case 3/0x3/10—12” 

sink front 2/6x3/0 

linen cases 2/4x8/0—18” 

set basement stairs 3'0’—i2 R. plank 
set main stairs 3'0” 12 R open | end 


EXTERIOR MILLWORK: 


—— NeW me Me eM KH DD 


Cornice 

80 lin. ft. 3%4x2%4” gable 

B80 lin. ft. %4x7/2” gable 

160 lin. ft. 34x52” gable 

80 lin. ft. %4x13%4” gable mould 

80 lin. ft. 1%ext%e” gable mould 

270 lin. ft. %4x7/2” eave 

90 lin. ft. 34x1%4” eave mould 

90 lin. ft. 1Yext¥e” eave mould 

40 lin. ft. 34x52” dormer, rear 

40 lin. ft. %x13%4” dormer mould, rear 
56 lin. ft. %4x4” dormer, front 

36 lin. ft. ¥%4x1%4” dormer mould, front 
12 lin. ft. ixt” dormer mould, front 

36 lin. ft. %xi042” front 


FINISH HARDWARE: 


5 sets bsmt. sash hardware 

3 sets bsmt. sash hardware 

15 sash locks & lifts 

1 front door lock 

{ rear door lock 

1 1.8. rim leek 

16 1.8. mortise locks 

1 pr. push plates 

3 pr. 4x4 L.P. butts & screws 

16 pr. 32x32 L.P. butts & screws 

1 pr. 8” strap hinges 

15 rubber tip deor bumpers 

26 pr. surface hinges, cases 

14 small locks, cases 

12 elbow catches, cases 

12 dozen coat hooks 

To Omit Finish for Second Floor 
(deduct following items): 

6 pr. 32x32” L.P. butts & serews 

6 1.8. mortise locks 

6 rubber tip door bumpers 

6 1.8. door frames and doors 

12 sides 1.8. trim, doors 

3 sides 1.8. trim, windows 

2 sides 1.8. trim, sash 

120 lin. ft. base and shes 
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The 10 Kilns of Anaconda 





We Supply 


Anaconda 
PINE 


for military uses, 
defense housing 
and war industries 














Offices Pine and Inland Empire 
Anaconda Ponderosa Pine is Products: Portland, Ore. 
carefully kiln-dried in Moore cross- Branch Offices: Chicago, Baltimore, Philadelphia, 
circulation kilns. Accurately man- Boston and Waco, Tex. 
ufactured, it must pass the most . 
critical inspections—by our own PONDEROSA PINE DOUGLAS FIR 
pine specialists and by Western . 
Pine Assn. inspectors. Mouldings. of Rc agp ae Senge, - ‘oo 


Through the years Anaconda Pine 
lumber has been delivering satis- 
faction to dealers, builders and in- 
dustrial users. Now it’s making 
good as material of war. 


video Siding. 
A ; h VICTORY! 
cr i cue — — 
Red Cedar iene 
COPPER MINING CO Shingles items 


LUMBER 


BONNER. MONTANA 


DEPART 








of Lumber Family Tradition 


Executive Offices: 
General Sales Offices: 


re. 
General Sales 


r-quality. produced by 
i specialists. 


PLYWOOD 


From famous 


Wi Manufacturers .... Wholesalers 
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WIN HARBORS = 
LUMBER CO. 


Backed by 75 Years 


Aberdeen, Washington 


Seattle, Wash. and Portland, 





building = ew items. 


All Pacific 
Coast Woods 





Finish, Timbers, 











BILES-COLEMAN LUMBER CO: ix. 





Road 
Great Neck, L. 1., New York 


District Sales Representatives 


OMAK, WASHINGTON 
Manufacturers of ““QQMMAK-KWALITY” 


Window Door FE R A ha nS 


and Cellar 


Trim, Mouldings, Casing, Base, Finnish 
Lumber, Furniture Specialties, Etc. 


Member Western Pine Association 


-_ H. M. Tripp 
O. Box No. 85 
Sheetal Lake, Ill. 


Mr. Arthur M. Johnson 
1448 West 73rd St. 
Kansas City, Mo. 

















Red Cedar 








Beauty, Durability and 





Insulation Value Unexcelled. 


Thur 


Since 1912) 


For RE-SIDING, MAINTENANCE 


FARM STRUCTURES, WAR HOUSING 


BUY NOW, FOR PROMPT SHIPMENT 
WITHOUT PRIORITY .. . 


Finest Red Cedar Bevel Siding—%/, x 8- 
Grades and 


and 10”, Clear and 
x 8” Clear and “A”. 


me fy 


ston-Mavelle LIMITED 


(Exclusive Cedar Manufacturers 


PORT MOODY, B..C., Canada 























The Government Has Asked Us to Do Only Essential Traveling— 
It IS Essential That You Keep Informed of the Latest Government 
Action in the Lumber Field in Order to Run Your Business Effi- 
ciently and Intelligently and Co-operate in Winning an Early V ic- 
tory—So Plan to Go to and Take Part in YOUR Convention—It Is 


Your Business and Patriotic Duty 


Coming Conventions 


Jan. 12-13—Indiana Lumber & Builders’ 
Supply Association, Claypool Hotel, In- 
dianapolis, Ind. War conference. 


Jan. 12-13 or 13-14—Carolina Lumber & 
Building Supply Association, Greens- 
boro, N. C. 

Jan. 13-14—Middle Atlantic Lumbermen’s 
Association, Bellevue-Stratford Hotel, 
Philadelphia, Pa. Annual. 

Jan. 14—Pacific Division of National 
Wooden Box Association, San Francisco, 
Calif. Annual. 

Jan. 14—Northeastern Lumber Manufac- 
turers’ Association, Parker House, Bos- 
ton, Mass. Annual. Dinner on preced- 
ing evening. 

Jan. 14—Philadelphia Wholesale Lumber 
Dealers’ Association, Kugler’s Restau- 
rant, Philadelphia, Pa. Annual. 

Jan. 15—National Association of Hardwood 
Wholesalers, Hotel La Salle, Chicago. 
Annual. 

Jan. 15-16—Western Retail Lumbermen’s 
Association (United States), Multnomah 
Hotel, Portland, Ore. Industry War Con- 
ference. 


Jan. 19-20—Kentucky Retail Lumber 
Dealers Association, Brown Hotel, 
Louisville, Ky. Dealers war conference. 

Jan. 19-20—-Northwestern Lumbermen’s 
Association, Radisson Hotel, Minne- 
apolis, Minn. Lumbermen’s war con- 
ference. 

Jan. 20—New England Wholesale Lumber 
Association, University Club, Boston, 
Mass. Annual. 


Jan. 21-22-23—Pacific Logging Congress, 
Multnomah Hotel, Portland, Ore. An- 
nual. 


Jan. 22—Indiana Hardwood Lumbermen’s 
Association, Severin Hotel, Indianapolis, 
Ind. Annual. 
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- ¢ « ASSOCIATIONS & CLUBS 





ATTEND YOUR 1943 ANNUAL CONVENTION AND WAR CONFERENCE 


Meet and Hear the Men Responsible for the Administration and Success 
of the Lumber Industry’s Contribution to the War Effort 


Get Valuable Ideas for Profitable Merchandising in Spite of Government 


Restrictions and Regulations 


Jan. 25-26—Mountain States Lumber Deal- 
ers’ Association, Shirley-Savoy Hotel, 
Denver, Colo. War conference. 

Jan. 26—Intercoastal Lumber Distributors 
Association, National Republican Club, 
54 West 40th Street, New York City. An- 
nual luncheon meeting. 

Jan. 26-27-28—Northeastern Retail Lum- 
bermen’s Association, Hotel Pennsyl- 
vania, New York City. War conference. 

Jan. 27-28—Ohio Association of Retail 
Lumber Dealers, Columbus, Ohio. Vic- 
tory merchandising conference. 

Feb. 2-3—Michigan Retail Lumber Deal- 
ers’ Association, Hotel Statler, Detroit, 
Mich. War conference. 

Feb. 3-4—Southwestern Lumbermen’s As- 
sociation, Municipal Auditorium, Kan- 
sas City, Mo. War conference. 

Feb. 4-5—Iowa Retail Lumbermen’s Asso- 
ciation, Fort Des Moines Hotel, Des 
Moines, Iowa. Annual Victory Merchan-' 
dising Clinic. 


Feb. 9-10—Illinois Lumber & Material 


Dealers Association, Sherman Hotel, 
Chicago. Lumber war conference. 

Feb. 10-11—Lumber Dealers’ Association 
of Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual. 

Feb. 15-16—West Virginia Lumber & 
Builders’ Supply Dealers’ Association, 
Frederick Hotel, Huntington, W. Va. 
War conference. 

Feb. 16-17— Wisconsin Retail Lumber- 
men’s Association, Milwaukee Audito- 
rium, Milwaukee, Wis. Annual. 

Feb. 18-19-20— Ontario Retail Lumber 
Dealers Association, Inc., Royal York 
Hotel, Toronto, Canada. Annual. 

Feb. 22—Northern Indiana & Southern 
Michigan Retail Lumber Dealers’ Asso- 
ciation, South Bend, Ind. Annual. 

Feb. 25—Southwestern Iowa Retail Lum- 
ber Dealers Association, Council Bluffs, 
Iowa. Annual. 

Feb. 25—Virginia Building Material As- 
sociation, John Marshall Hotel, Rich- 
mond, Va. War conference. 

Feb. 25-26—Nebraska Lumber Merchants’ 
Association, Omaha, Neb. War confer- 
ence. 

March 3-4—South Dakota Retail Lumber- 
men’s Association, Sioux Falls, S. D. 
Tentative. 

March 4-5—Tennessee Lumber, Millwork 
& Supply Dealers Association, Hermitage 
Hotel, Nashville, Tenn. War conference. 

March 9-10—North Dakota Retail Lumber- 
men’s Association, Fargo, N. D. Annual 
convention and conference. 

March 10-11—Louisiana Building Material 
Dealers Association, Roosevelt Hotel, 
New Orleans, La. 








Below is as complete a list of all lumber association war conferences 
throughout the United States and Canada, arranged chronologically, 
as it has been possible to compile. Upon receipt of the necessary 
information (the dates and location—city and place), we will be 
pleased to schedule coming meetings of associations not yet listed. 


March 18—New Jersey Lumbermen’s As- 
sociation, Robert Treat Hotel, Newark, 
N. J. Annual. Tentative. 

April 12-13-14—Lumbermen’s Association 
of Texas, San Antonio, Tex. 

April 14-—Texas Line Yard Retail Lumber 
Dealers’ Association, San Antonio, Texas. 
Annual. 





Shingle Association Elects 


At the recent annual meeting of Con- 
solidated Red Cedar Shingle Association of 
3ritish Columbia, the following directors 
were elected: H. F. Hurndall, W. H. 
McLallen, H. Culter, N. English, A. Flavelle, 
C. Hone, R. B. Horton, A. L. Hughes, J. 
MacKenzie, L. M. Meeker, W. K. McCarter, 
J. E. McNair, Charles Plant, F. Spencer, 
H. V. Whittall. 

At a meeting of directors following the 
annual meeting, H. F. Hurndall was elected 
president and W. H. McLallen, vice presi- 
dent. Gordon S. Raphael was reappointed 
secretary-treasurer. 


Oak Flooring Manufacturers 


A large part of the production facilities 
of members of the National Oak Flooring 
Manufacturers Association has been turned 
to the manufacture of dimension stock for 
the U. S. Army, it was disclosed at the 
association’s annual convention held in Mem- 
phis, Tenn., Dec. 17. The oak flooring men 
are making parts for cots, trucks, automobile 
bodies and army beds 

A report made by Henry H. Willins, sec- 
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retary-treasurer, showed that oak flooring 
inventories in the sheds of association mem- 
bers had been reduced by 12,000,000 feet in 
the past four months. 

William G. Whitman, incumbent president, 
Mr. Willins, and all members of the board 
of directors were re-elected for 1943. 

The manufacturers were resigned to the 
apparent fact that for the next few months, 
at least, their orders would come from the 
Army for housing and for other government 
projects. 


Baltimore Lumber Exchange 


The largest gathering in years was 
brought out at the annual meeting of the 
Baltimore Lumber 


Exchange, held Dec. 7, 
the attendance being 
reinforced by mem- 
bers of Hoo-Hoo 
Club No. 100 and of 
the Baltimore & 
Washington Lumber 
Sales Club, who had 
been invited to hear 
the addresses of men 
prominent in the war 





D. CARLYSLE MacLEA 
Elected President 





regulations of the in- 
dustry. 

Charles R. French, 
director of public 
relations of Ameri- 
can Forest Products 
Industries, had for his subject “Public Rela- 
tion Work,’ and in connection therewith 
showed a colored movie titled “Tree of To- 
morrow,” produced by Paramount. 

Don Campbell, chief of the distribution 
section of the Lumber & Lumber Products 
Branch of the War Production Board, was 
a speaker. 

The speech-making was preceded by a 
business meeting, at which the Exchange 
elected officers, heard yearly reports and 
disposed of other matters. The reports 
showed the exchange to be in good condi- 
tion, with satisfactory progress made under 
conditions that taxed the resourcefulness 
and proved the capabilities of the men in 
charge of the direction of affairs, and evi- 
denced the value of organization. 

The new officers elected are: President, 
D. Carlysle MacLea, MacLea Lumber Co.: 
vice president, Harold A. Crane, Dealers’ 
Warehouse Supply Co.; treasurer, Charles 
T. Howard, Colonna-Howard Lumber Co. 
The secretary is chosen by the incoming 
managing committee, and this procedure was 
followed in the case of Ivan Brent, Colonna- 
Howard Co., who has held the post since 
the death of Luther H. Gwaltney, and who 
was reappointed. 





Protest Forest Service 
Subsidy Plan 


Four thousand industrialists attending the 
War Congress of American Industry in 
New York last week adopted a resolution 
vigorously condemning the pending proposal 
by the U. S. Forest Service to employ $100,- 
000,000 of Commodity Credit Corporation 
funds to subsidize hundreds of small lumber 
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mills in the South and East with the avowed 
aim of supplementing lumber production for 
war needs. 

The proposal, known as the Forest Prod- 
ucts Service Plan, would endow the Forest 
Service with broad powers to “procure, pro- 
duce, store, and sell forest products.” It 
is reported to be awaiting final approval by 
President Roosevelt. 


Skit Enlivens Tacoma Annual 


“Tacoma, the Forest Products Capital of 
America,” was adopted as the slogan of the 
Tacoma, Wash., Lumbermen’s Club at the 
23rd annual banquet of that organization the 
night of Dec. 11. The slogan supplants the 
one, “Tacoma, Lumber Capital of the 
World,” which originated in 1922. 

At the same meeting, Roderic Olzendam, 
public relations director of the Weyerhaeuser 
Timber Co., was elevated to the presidency 
of the club. W. Grant Hellar, vice presi- 
dent of Heidner & Co., was named vice 
president, and A. L. “Otto” Weber, retail 
manager of the St. Paul & Tacoma Lumber 
Co., was chosen secretary-treasurer. Hand- 
some watches were presented to the retiring 
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president, Paul Smith, district sales man- 
ager for the Wheeler-Osgood Sales Co., and 
to A. L. Weber, re-elected secretary-treas- 
urer. 


Selection of the new slogan was proposed 
by Mr. Olzendam at the conclusion of a 
skit typifying the eternal clash between wood 
and steel. The skit was entitled “Wood 
Goes to War,” and featured Mr. Olzendam; 
Ralph Chaplin, editor of the Tacoma Labor 
Advocate; Col. Albert S. Clark, U. S. A,, 
chief surgeon, Fort Lewis, Wash., repre- 
senting the Army; Capt. J. L. McGuigan, 
U.S. N., officer in charge, ship-building and 
conversion, Seattle-Tacoma Shipbuilding 
Corp., representing the Navy; and Col. 
Armin F. Herold, commanding McChord 
Field, Wash., representing the Army Air 
Corps. Statistics developed during the skit 
showed that all of Tacoma’s industries have 
been built up in 90 years from a small saw- 
mill operation in 1852 to a war time produc- 
tion of wood products in 1942 of 812,000,000 
board feet of lumber, 168,000,000 square feet 
of plywood and 3,100,000 doors. Added to 
this was tens of thousands of tons of wood 
pulp and five million dollars in furniture 





Nothing 
Could be 
finer than this 


North Carolina 


Wartime emergencies have found many 
new uses for North Carolina Pine. 
And when the war is won and peace 
comes this lumber of beauty and util- 
ity again will take its place as the 
dependable all-purpose lumber for gen- 





eral construction uses. Thoroughly 
seasoned, painstakingly manufactured, 
it mills to satin smoothness. The pro- 
ducers named below operate modern 
mills and supply all building items in 
South Carolina Pine. 





ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 


SPA Grade Marked Lumber 
Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 
and Framing Lumber. Kiln Dried and Air Dried. 


BURRUSS LAND & LUMBER CO. 
Lynchberg, Va. 
Kiln Dried, Grade Marked N. C. Pine. R. R. 


Material a specialty. Car Lining and Decking. 
Mills ix Va. and N. C. 





North Carolina Pine—for Interior and Exterior Uses. | 








TON HANLON 


ODESSA , NY. 
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DEMAND THIS STICKER 
ON THE SASH YOU BUY 





Your Assurance 
of a Better Window 








The ARMSTRONG Company 


DETROIT DALLAS CHICAGO 





GILLIES BROS. Ltd. 


BRAESIDE, ONTARIO, CANADA 
Genuine WHITE PINE <ircccs, 
Air-Seasoned e Water-Cured 


For 100 years, 1842-1942. Capacity 30 million ft. annually 
Members N. W .L. D. Asen. 
DRY STOCK--ROUGH or DRESSED. Prompt Shipment 


W.T.SMITH LUMBER CO. 


YELLOW PINE & HARDWOODS 


Chapman v 








ENGLE & WORTH 
Lumber C 


McMinnville, Oregon 
Manufacturers of 


West Coast Forest Products 











Change Your Saws to Simonds 


inserted tooth Vi Mice ull oar te 


etpense, and no saw trouble Saw returned 2nd day a* 


new one 4b abeut '. the cost of new SAVE on 2', 


edger sawn. alee on solid and trimmer saws 


J. H, MINER SAW MFG. CO., Meridian. Miss. 





DYKE BROS. 


Mfrs. and Jobbers of Building Materials 

Little Rock, Ark. Dallas, Texas 

Fort Smith, Ark. Texarkana, U. S. A. 

Oklahoma City, Okla. Memphis, Tenn. 

Kansas City, Mo. Chattanooga, Tenn. 
New Orleans, La. 

e Birmingham, Ala. 

Houston, Texas 


Amemcanfirmberman 


manufactured. Ninety per cent of Tacoma’s 
1942 lumber production went into war use. 

A highlight of the evening was the pre- 
sentation to Dr. Lee Paul Sieg, president 
of the University of Washington, of a war 
bond as the 1942 payment on the Tacoma 
Lumbermen’s Club scholarship founded 
earlier this year as a memorial to members 
of the club or their sons who may fall in 
battle in this war. The first to fall was 
Ensign Paul H. Johns, U. S. N., son of 
Paul H. Johns of the City Lumber Co. The 
club will perpetuate the memorial and suffi- 
cient funds are now in the university’s treas- 
ury to carry on until the first bond matures, 
10 years hence. A handsome wood memorial 
plaque was exhibited for the first time, upon 
which will be inscribed the names of the 
sons and fathers of the club who lose their 
lives in battle. 


The toastmaster was Mayor Harry P. 
Cain of Tacoma, whose father, the late 
George W. Cain, former publisher of the 
West Coast Lumberman, was a member of 
the club for many years. 


Cecil C. Cavanaugh, president of the 
Cavanaugh Lumber Co., was chairman of 
the program committee. Approximately four 
hundred lumbermen and their guests attended 
the affair. 


Washington State Forestry 
Conference 


The twenty-first annual meeting of the 
Washington State Forestry Conference was 
held in Seattle Dec. 11. The program was 
of more than usual interest and was built 
around two principal topics, namely the plan 
for state forestry legislation proposed by 
Governor Langlie’s Forest Advisory Com- 
mittee and secondly, the advancement of 
research into utilization of material hereto- 
fore left in the woods. 

The following officers were all re-elected: 
President, Dean Hugo Winkenwerder, Col- 
lege of Forestry, University of Washing- 
ton, Seattle; vice presidents, L. T. Murray, 
Tacoma, E. G. Griggs, Il, Tacoma, and B. 
B. Colwell, Ellensburg; secretary-treasurer, 
C. S. Cowan, Washington Forest Fire Asso- 
ciation, Seattle. 

President Winkenwerder, in his opening 
address, pleaded the urgency for continued 
appropriations for forest research, for utili- 
zation of wood waste, and spoke highly of 
the progress made during the past two years. 

He then called on E. T. Clark, secretary- 
manager of the Pacific Northwest Loggers’ 
Association, to lead the discussion of this 
subject. 

Mr. Clark stated he considered research 
the most important subject confronting the 
members of the conference, which is made 
up of representatives of all classes of people 
interested in conservation of the State’s 
natural resources. : 

Mr. Clark pointed out that considerable 
research work has been carried on during 
the past few years by individual pulp or 
lumber companies, which has begun to show 
results but has been slowed down since war 
started by lack of man-power and materials. 
In regard to the work started less than two 
years ago when the legislature appropriated 
$150,000, Mr. Clark urged its continuation 
and speeding up after the war. He then 
introduced Prof. Bror Grondahl, College of 
Forestry, University of Washington, as the 
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man who has really been carrying on this 
work, 

Prof. Grondahl outlined the work that has 
been done to date, the projects completed 
and those under way. Field work had de- 
termined how much usable material is left 
on the ground in logging. Production of 
cork from Douglas fir bark is in the pre- 
liminary stages of commercial production. 
Much hemlock airplane stock, formerly re- 
jected because of white spots, was found to 
have no defects and none of its strength or 
other qualities impaired by the presence of 
the spots which were merely evidence of 
cellulose. A portable mechanical wood pre- 
paring machine has been developed to reduce 
cost of salvaging material left on the 
ground after logging. 

P. Hetherton, of the Washington State 
Planning Council, told something of the 
careful administration of the State’s research 
fund during the past two years and more 
about the accomplishments to date. 

The story of “Forest Fire Control in 
War” was told by H. Hill Jones, who has 
had charge of that work for the State dur- 
ing the past year. Mr. Jones briefly 
sketched the problems of fire prevention 
work that arose following the Pearl Harbor 
episode. There was fine cooperation be- 
tween the army and the forestry depart- 
ment. The federal Government furnished 
funds to equip about 550 men. _ High school 
boys and old men were used to fill the ranks. 
All logging companies did their share. 

At the annual luncheon with the Seattle 
Chamber of Commerce, Dr. Henry Schmitz, 
Minneapolis, Minn., president of the society 
of American Foresters, paid high tribute to 
Governor Langlie of the State of Washing- 
ton for his intelligent interest in the state’s 
greatest resource, and his plan for the 
State’s forest program. 

Governor Langlie outlined the proposed 
forest program, pointing out that the great- 
est source of the state’s wealth is its forests. 
Unless necessary and vital steps to preserve 
it are taken this will become a diminishing 
resource. What the Nazis are doing with 
wood makes the layman realize what an 
asset our forests are. He said in the past 
the State of Washington has not taken full 
leadership and has had to depend on private 
leaders. The State owns 2 million acres of 
timber lands. Five different agencies divide 
control of these lands. There are three 
different forest fire fighting agencies. They 
have done good work but not good enough. 
Strange that a State depending so much on 
its forest has put so little into protecting 
them. If the State depends on federal money 
it will get federal control. 

The governor praised the forest advisory 
committee that drafted the plan for legis- 
lation from which bills are being prepared 
for submission to the next legislature. The 
plan proposes to put forestry under one 
State board that will be a continuing board 
with individual tenures of six years and 
changes not made in the same year. 

The Governor said he never saw a com- 
mittee that worked so tirelessly as the ad- 
visory committee. The committee was made 
up of representatives of the lumber indus- 
try, of labor State forestry department, U. 
S. Forest Service, the State legislature, col- 
lege of forestry, agriculture. 

At the closing session, the conference 
passed resolutions urging continued appro- 
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priations for forest utilization research, 
legislation providing a continuing forest 
board to direct all forestry matters of the 
State, continued support for the “Keep 
Washington Green Committee,’ congres- 
sional legislation to provide sustained yield 
national units, Clark-McNary appropriation 
of 9 million dollars, 80 per cent to go for 
forest fire protection. Federal, State and 
private forest protective agencies were 
commended for their cooperation during the 
war emergency. They recommended that ap- 
propriations for forest fire defense funds be 
made available earlier than in past so that 
planning may go ahead. 


Change in Dates 


Conflicting annual meeting and dinner 
dates of Northwestern Lumber Manufactur- 
ers Association and New England Whole- 
sale Lumber Association has resulted in a 
change of date for the latter from Jan. 13 
to 20. The annual of Northeastern manu- 
facturers will be held at the Parker House, 
Boston, on Thursday, Jan. 14. It will be 
preceded on Wednesday evening at 7 o'clock 
by a dinner meeting, at which the guest 
speakers will be B. R. Ellis, manager of the 
priorities division of the Lumber and Tim- 








Thousands of employees of Henry Disston & 
Sons, Inc., Philadelphia, Pa., whose steel prod- 
ucts have served the United States in four 
wars, gathered in a huge new division of the 
factory to witness the presentation of the 
Army-Navy "E" flag and heard S. Horace 


Disston, president of the company, 


(shown 
above) accept the award. 





ber Products War Committee, and Henry 
Bahr, legal assistant to the secretary-man- 
ager of National Lumber Manufacturers 
Association, Washington. 

At the business meeting on Thursday the 
current status of softwood lumber will be 
reviewed by Kenneth Hancock, Casco, 
Maine; hardwood lumber by Owen John- 
son, Manchester, N. H.; _ transportation 
problems by Howard A. Hanlon, Odessa, 
N. Y., and forest conservation by Jerome 
J. Farrell, Poland, N. Y. 

The date for the annual of New England 
Wholesale Lumber’ Association moves 
ahead from Jan. 13 to 20 and will be held 
at the University Club, Boston, Mass., with 
business session in the afternoon and dinner 
in the evening. At this latter function the 
guest speakers will include Dr. Robert King 
Hall, who has just returned from his sixth 
tour of all South American countries and 
will report on the war status of each; Sid 
L. Darling of New York, secretary of 
National-American Wholesale Lumber As- 
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sociation; Grover M. Conzet, former state 
forester of Minnesota and now in charge of 
production for the Northeastern Timber 
Salvage Administration. Mr. Conzet will 
introduce at least one of the eight young 
ladies who is engaged in the unique task of 
operating a government sawmill near Con- 
cord, N. H., patriotically releasing that much 
man power for other war service. 


Quebec Wholesalers 


J. Knox MacLachlan heads the Quebec 
Province Wholesale Lumber Association for 
the coming year. He was elected president 
at the annual meeting of the organization 
held in Montreal, P. Q., on Dec. 16. Other 
officers elected were Landless Pratt, vice 
president; Henri Auger, L. J. Bromley, E. A. 
Cattley, H. S. Cheesbrough, and C. A. 
Govan, directors. J. George Chalifour moves 
up as honorary president, and Gordon D. 
Grimshaw continues as secretary. 

There was a good attendance at the meet- 
ing to hear retiring President Chalifour de- 
liver his closing report, in which he said the 
most pleasant feature he had to report was 
that the members individually and the asso- 
ciation as a whole have co-operated to their 
utmost ability in supporting the war effort. 
He expressed the belief that ceiling prices 
and priorities have fulfilled a definitely useful 
purpose. He predicted that the post-war 
period is going to require billions of feet of 
lumber for years to come. He said the asso- 
ciation had had a remarkably successful year 
and, in addition to a golf tournament, had 
held eight well attended, regular monthly 
meetings and thanked the members and di- 
rectors for their splendid support. The or- 
ganization is in better financial shape than it 
has ever been since it was founded, and six 
new members were welcomed into the asso- 
ciation. 

At the conclusion of the meeting, the usual 
reception of visiting retailers and wholesalers 
was held, followed by dinner at which 217 
guests were present. Representatives from 
all over the Province of Quebec came to re- 
new old friendships and talk over the exist- 
ing outlook in the lumber industry. 

Austin Cross, a local journalist, was the 
principal speaker at the banquet, and his 
speech centered somewhat on a _ political 
oration. 

Prior to the address by Mr. Cross, it was 
particularly interesting to listen to A. S. 
Nicholson’s analysis of the present situation 
and future outlook as regards forthcoming 
production. He gave a highly encouraging 
analysis as to his idea of what production 
would amount to in the various Provinces, 
and while indications point to the cut being 
lower than last year, he felt there was no 
cause for alarm. On the other hand, he felt 
more optimistic than otherwise, because after 
taking into consideration all the labor diffi- 
culties with which the industry had been 
confronted, it was quite probable that the 
forthcoming output of lumber would most 
likely not be more than five hundred mil- 
lion feet less than the previous year’s cut, 
which was a record figure for all time. This 
he described as a particularly encouraging 
prospect. He pleaded for all connected with 
the lumber business of the country to get to- 
gether, keep supporting their various asso- 
ciations, and work as one unit for their own 
common cause. 
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GREGG 
Sectional Kitchen Cabinets 


Factory assembly eliminates all but 
minimum of labor for installation. 
Sturdily constructed of toxic-treated 


pine (without counter, splash board, 
finishing end and hardware.) 


BB Drawer Gase2e LAAT Satins 


Individually packaged. Total weight 91 lbs. 
Sold only through recognized dealers. 


To avoid credit delay, send check 
less 2%. 


Catalog on Request 


GREGG & SON 


ASHUA - NEW HAMPSHIRE 














Get This 





SAVES FUEL 


Sells on sight to home owners, 
stores, offices, schools, industrial 
plants. Everybody wants to cooper- 


ate with Uncle Sam in saving fuel. 
A soot-free heating plant warms 
house more quickly. Don’t delay. 
Act today. Offer your customers 


Fire Chief Brick (Form) 
SOOT DESTROYER 


Repeat seller. Fast turnover. Up to 
50% profit. For furnace, fireplace or 
flues. For coal or oil burners with 
direct chimney connection. Safe. 
Merely throw a brick on the fire. 
No fuss. No muss. Prevents chim- 
ney fires. 


Try lt—See for yourself 


Send today for information. (En- 
close 25c for sample.) Immediate 
shipment. Minimum order half gross. 
The big selling season is just ahead. 


Pittsburgh Soot DestroyerCo. 


739 Gulf Building Pittsburgh, Pa. 

















. “ALAMOGORDO, NEW MEXICO 
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New Year Greetings 
and Good Wishes 


| To the big family of lumber deal- 
ers and industrial users who 
} through the years have given us 
| their patronage and good will, we 
} are deeply grateful. 





more recent orders have gone un- 
filled, or only partly filled, because 
of priority of war demands, we 
say: Thank you for your patience 
and understanding. 


To those of our customers whose 


When Victory comes (and may it 
come in ‘43!) we will again be 
supplying full and complete serv- 
ice to ALL our customers, old and 
new. 


Pine and Fir 











| 
Southwest Lumber Co. 
| 
| 


Alamogordo, New Mexico 
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CARR 4 
Lumber Company, 


Manufacturers of 
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In Active Service 

Ralph C. Engle, manager of the Clinton 
County Lumber Co., Wilmington, Ohio, 
has entered the service of the armed 
forces of the United States as a private in 
the army. 

William R. Com- 
fort, son of George 
N. Comfort, George 
N. Comfort Lumber 
Co., Cleveland, Ohio, 
was recently com- 
missioned a first 
lieutenant in the 12th 
armored division 
tank corps and is lo- 
cated at Camp 
Campbell, Tenn. 
Lieut. Comfort en- 
listed as a_ private 
eighteen months ago; 
prior to his  enlist- 
ment he was vice 
president of George 
N. Comfort Co. 


Major H. Morton Jones, president of 
the R. T. Jones Lumber Co., North 
Tonawanda, N. Y., and now with the air 
intelligence service at Harrisburg, Pa., 
made a brief visit to his home in Buffalo 
last week. Ensign Douglas B. Jones, his 
son, who has been located on Staten 
Island, N. Y., has been transferred to St. 
Augustine, Fla. Another son, Corporal 
H. Morton Jones, Jr., who is stationed at 
Fort Riley, Kan., lately spent a week’s 
furlough at his home in East Aurora, 
|. oo 2 

Ralph W. Hansen, formerly of Tacoma, 
Wash., and for several years a field repre- 
sentative for the Red Cedar Shingle Bureau, 
has been promoted to lieutenant colonel at 
the Camp Wolters, Texas, infantry replace- 
ment training center, where he is stationed. 
Col. Hansen has been stationed at Camp 
Wolters for 20 months and for the last sev- 
eral months has been commander of an 
anti-tank training battalion. 


Personal Items 

James F. Carter, for many years owner 
of the Carter Lumber Co. at Central City, 
Ill., but now retired, and Mrs. Carter, 
recently celebrated their fiftieth wedding 
anniversary at Central City. 

J. B. Bunn, for the last eighteen years 
manager of the Osceola Lumber Co., 
Osceola, Ark., has been appointed assist- 
ant attorney general of Arkansas. 

Philip Garland, vice president and gen- 
eral manager of the Oregon-Washington 
Plywood Co., was the principal speaker at 
the Dec. 10 meeting of the Tacoma, Wash., 
Lions Club, discussing high points in this 
nation’s expression of Americanism. 

Leo U. Hammerschmith, 74, of the 
Hammerschmith Lumber Co., Tacoma, 
Wash., is recuperating from head and body 
injuries sustained in a recent fall. 

R. J. Welton, who eight months ago 
formed the Victory Lumber Co. in Chula 
Vista, Calif., and plotted 16 acres into a 
subdivision on which he built 75 two-bed- 
room homes, has already sold one-third of 
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the homes to war workers. Less than a 
year ago Mr. Welton, at the age of 65, had 
little hope of living more than a short time 
and was urged to get to sea level. So he 
left the Handy Lumber Co., Santa Fe, 
N. M., which he still owns and operates, 
and for which he now is seeking a manager 
because the present manager is going into 
the armed forces. Mr. Welton, who has 
had 45 years of experience in home build- 
ing, which began in Pennsylvania, is now 
in good health. 

Mr. and Mrs. Carl Soderberg returned 
to their home in Spokane, Dec. 7, from four 
weeks’ vacation in southern California. Mr. 
Soderberg is owner of the Carl Soderberg 
Lumber Co., Spokane, and one of the owners 
and sales manager of the Pine Products 
Corp., Prineville, Ore., a Ponderosa pine 
manufacturing company. This was the first 
vacation for Mr. Soderberg in several years, 
and he and Mrs. Soderberg enjoyed it to the 
fullest extent. 

Carl Blackstock, Seattle retail lumber- 
man, who is known from coast to coast 
because of his activities with the National 
Retail Lumber Dealer’s Association which 
he served as president for two terms 
(1941-1942), sat proudly between his two 
stalwart sons at the Seattle Rotary Club, 
where the elder of the boys, Lieut. (j.g.) 
Carl M. Blackstock, Jr. was the principal 
speaker. Lieut. Blackstock has _ been 
spending a furlough from the navy. He 
has been serving with the fleet in the 
south Pacific and told many stories of ex- 
periences in that service. 

At a recent meeting of the State Board 
of Forestry, Sacramento, Calif., a special 
committee was set up under the chair- 
manship of Prof. Emanuel Fritz of the 
University of California department of 
forestry, for the purpose of preparing a 
program to be submitted to the next ses- 
sion of the legislature, providing for the 
acquisition of the initial units of a state 
forest system. Preliminary plans recom- 
mend the acquisition of eight areas of 
redwood totaling 203,000 acres, and three 
areas of pine amounting to 24,000 acres. 
The movement is backed by the State 
Chamber of Commerce. 


Takes Up New Duties 


John Alexander, Jr., president of the Alex- 
ander Lumber Co., Aurora, IIl., is now in 
charge of the New Orleans office of the 
Navy Lumber Coordinating Unit, being en- 
gaged in a civilian capacity. Mr. Alexander 
has been active in retail lumber affairs, hav- 
ing served as vice president of the National 
Retail Lumber Dealers’ Association for the 
past year. He has resigned his association 
connections to enable him to devote his full 
time to this important assignment. 

Otto H. Unteed has been elected executive 
president, succeeding Mr. Alexander in the 
general management of the Alexander Lum- 
ber Co. and its affiliated companies. 


55th Wedding Anniversary 


A golden wedding anniversary is an im- 
portant event in any family, but the 55th 
anniversary is even more outstanding. 

Back in 1887 Nathan Coleman, lumberman, 
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then operating a sawmill in Ripley County, 
Mo., met Miss Irene Thompson, a native of 
Kentucky, the state famous for its charrm- 
ing women. They were married Nov. 20 of 
that year. At that time “Nat,” as he is 
affectionately called by his many friends in 
the lumber industry, was a young man 26 
years of age, who had worked through the 
various departments of a sawmill since a 
small boy and was now owner and operator. 
Since that time fifty-five years have rolled 





Mr. and Mrs. Nathan Coleman 


along and those years have been good to 
this happy couple. They have three stal- 
wart sons—all of them successful lumber- 
men and associated together in the operation 
of an important Ponderosa pine sawmill and 
factory, the Kinzua Pine Mills Co., Kinzua, 
Ore. J. F. Coleman is first vice presi- 
dent and general manager; A. B. Coleman is 
assistant manager in charge of plant, and 
Carl is assistant manager in charge of rail- 
road and logging operations. 

Also there are grandchildren and one 
great grandson to add to the happiness of 
Mr. and Mrs. Coleman. 

In 1937, Nathan Coleman having retired 
from business, the Colemans celebrated their 
Golden Wedding at San Diego, Calif., where 
they were spending the winter. Now they 
are making their home at The Dalles, Ore., 
where they can be closer to their sons at 
Kinzua and where one or another of the 
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relief. Seriously, though, Mr. Pomeroy 
thought his mighty kind hearted and good 
friends would like to know something of the 
progress of the boy they started in life with 
so handsome a gift. Young Pomeroy is also 
an Eagle Scout with eight Merit badges 
beyond the Eagle degree and was a high 
honor student in Hinsdale high school last 
year. 


In Father's Footsteps 


In appreciation of twenty-five years of 
faithful and efficient service with the Arm- 
strong Lumber Co., Dyersville, Iowa, Ray 
C. Wilhelm, was honored at a surprise din- 
ner given by his employer, D. W. Arm- 
strong. An unusual feature of the occasion 
was that Ray’s father, Henry Wilhelm, was 
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present; he, too, had been surprised in 1919 
on his twenty-fifth anniversary with the 
same company. But the son still has some 
time to go to equal or better his dad’s rec- 
ord, for the elder Mr. Wilhelm, who ex- 
pects to celebrate his eightieth birthday Jan. 
1, 1943, was associated with the company 
for thirty-seven years, having retired from 
active business in 1931. 


Pro and Con of Federal Subsidy 


The Dixie Lumber Producers’ Association, 
representing 25 smaller mills in Arkansas, 
has endorsed the proposal of the War Pro- 
duction Board to set up a $100,000,000 Fed- 
eral fund to subsidize the reopening of small 
sawmills in the South. President Vernon 
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to buy better flooring per dollar than Ozark Oak Flooring, pro- 
pad sory A lie ‘Ozark Mountain Oak. Put us to the test on your next order. 
Let Ozark Oak Flooring's quality and value help line up re-floor over old floor 
jobs, or to get the flooring business on war worker homes. 


Act today! Send for FREE sample of Ozark Oak Flooring — With Prices. 


Ozark Oak Flooring Co.,Inc.B 


boys is pretty sure to visit them each week. 
It was there in their cozy home that the 
55th anniversary was quietly celebrated, on 
November 20. 

Mr. Coleman spent 60 years in the lumber 
manufacturing business, operating in many 
States and is noted particularly for his 
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to their present owners. 


Record and Report of 
Lumbermen's Protege 

L. J. Pomeroy, commission lumberman of 
Hinsdale, Ill., is happy to have his son, 
Lambert R. H. Pomeroy, home for the 
Christmas holidays. Lambert, who was 18 
years old last August, has been attending 
Kentucky Military Institute at Lyndon, Ky., 
but will go to the institute’s Venice, Fla. 
school for the winter months. He is a senior 
and is on the distinction honor roll. When 
he was born, a representative bunch of hard- 
wood lumbermen of the Lumbermen’s Asso- 
ciation of Chicago chipped in and presented 
the infant with a savings bank account, 
which is still intact. But the lad’s father 
warns that if he doesn’t get more lumber to 
sell “he may appeal to have this fund sacked 
and plundered” so as to keep him off the 
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Genuine White Pine Precisely Milled 


Tightly Fitted 

Nineteen-forty-three will bring you many 
opportunities to sell Bradley-Miller 
rames. Have them on hand to meet re- 
air and improvement needs and for new 
Buildings of war and defense. These 
famous frames are_ satisfaction-givers. 
They keep ~y on serving through the 
years. Properly seasoned, precisely man- 





ufactured, they keep on proving their 
strength. endurance and weather-tight- 
ness, their freedom from shrinking. warp- 
ing and swelling. 


BRADLEY, MILLER & COMPANY, 


Telephone 7812 City, Michigan - 


C. W. Jones, 9906 Indian Lane, Silver Spring, Maryland. 
Eastern Representative 


We also offer 
Ponderosa Pine 
Frames, same man- 
ufacture and grade 
as the enuine 
White Pine. 
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We Are Now in position to furnish 


“Victory” Grade 
Oak Flooring 


in addition to regular length oak 
flooring, also 4/4 oak dimen- 
sion, either finished or semi- 
finished. Also solicit commer- 
cial kiln drying. 
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H. Duncan said many of its members would 
have to cease operations unless there was 
a government subsidy, and took issue with 
the West Side Lumber Association, which 
represents about 70 of the State’s larger 
mills, and State Forester Fred H. Lang, who 
opposed the order in telegrams to President 
Roosevelt and the Arkansas congressional 
delegation. The opponents of the subsidy 
say it will virtually put the government in 
the lumber business. 


Business Changes 


ARKANSAS. Harrisburg—Pickett Lum- 
ber Co. succeeded by M. C. Pickett & Co. 

Horatio—Horatio Lumber Co. succeeded 
by Humphrey Lumber Co. 

KANSAS. Baldwin City — Ives-Hartley 
Lumber Co. succeeded by Baldwin Lumber 
Co. 

Hutchinson—I. S. Smith Lumber Co. sold 
yard to Lindas Lumber Co. here and yards 
have been consolidated at the Lindas com- 
pany yard. 

MASSACHUSETTS. Saugus—K. Ber- 
thold succeeded by Frank K. Berthold. 

OHIO. Mount Victory — Mount Victory 
Lumber Co. sold to Avenue Lumber & Sup- 
ply Co., Marion, Ohio; yard at Mount Vic- 
tory has been closed and stock has been 
moved to Marion. 

OKLAHOMA. Oklahoma City — Kendall 
& Wagner succeeded by R. O. Kendall. 

OREGON. Disston — Peterson Lumber 
Co. mill sold to Crown Lumber Co. 

Walden—Walden Lumber Co. sold by 
Sam Eastburn to Capitol Lumber Co. of 
Sacramento, Calif. 

Willamina—Tremblay Lumber Co. saw- 
mill here succeeded by Hampton Lumber 
Co. at Tacoma, Wash. 

SOUTH CAROLINA. Florence—Pee Dee 
Veneer Co. succeeded by King Veneer Co. 

TEXAS. Grand Saline—Oil Field Lumber 
Co. stock here purchased by Brazelton 
Lumber Co. and moved to Mineola. 

Pecos—Nagel Lumber Co. here sold to 
I. A. Owens. 

UTAH. Brigham — Merrill Lumber & 
Hardware Co. succeeded by Merrill Lum- 
ber Co. 

WASHINGTON. Anacortes—E. K. Wood 
Lumber Co. succeeded by Walton Bros. 
Timber Co., the mill here having been 
sold to Peter T. Walton and Lawrence C. 
Walton, of Everett. The deal includes the 
company’s real estate, mill, and inventory 
at Burrows Bay, Anacortes. The Wood 
company plans to operate a mill at Reeds- 
port, Ore. 

WISCONSIN. Wabeno—Fischer Lumber 
Co., in operation here since 1897, has dis- 
continued operations in this locality and 
has acquired a tract of timber at Hanni- 
bal, Wis., to which location some of the 
equipment is being moved. 

CANADA. BRITISH COLUMBIA. Dollar- 
ton—Canadian Robert Dollar Co. Ltd., 
Vancouver, B. C., has announced the sale 
of its historic mill at Dollarton and the 
logging operations at Northwest Bay, 
Vancouver Island. The logging operations 
and mill will in future be conducted by 
the Northwest Bay Logging Co. Ltd., Van- 
couver. Harry Dollar, grandson of Rob- 
ert Dollar, who founded the great Cali- 
fornia shipping concern over 20 years ago, 
will be general manager of the new tirm, 
continuing in the post he held with the 
Canadian Robert Dollar Co, Ltd. 


New Ventures 


ARKANSAS. Winslow —W. G. Barron 
Lumber Co. of Rogers has opened a new 
lumber yard here. 


Incorporations 


CALIFORNIA. Los Angeles — Herman 
Timber Co.; $300,000. Directors are R. M. 
Crawford, Wilmington, Calif., and B. N. 
Colver and J. W. Brown of Los Angeles. 

Stockton—Delta Lumber & Box Co. Di- 
rectors are George K. Smith, Charles A. 
Zeller, and Solly Garofalo, all of Stockton. 

NEW JERSEY. Newark—Royal Lumber 
Co., Inc. 

NORTH CAROLINA. Wilmington—wil- 
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mington Pine Co.; $20,000. Stock sub- 
scribed to by Miller M. Brister and Henry 
Koester, both of New York City; Anne 
Jurist of Brooklyn, N. Y., and I. C. Wright, 
Wilmington. 

CANADA. BRITISH COLUMBIA. Mc- 
Bride—McBride Timber Co. Ltd.; $20,000. 


Casualties 


ARKANSAS. Smithton—W. I. Wilkie 
Lumber Co. had machine shop and yard 
office destroyed by fire, with loss of $20,- 
000. Loss not covered by insurance, but 
company will rebuild at once. 

CALIFORNIA. Johnsondale — Mt. Whit- 
ney Lumber Co. mill here destroyed by 
fire. No estimates of the damage had yet 
been made, but the blaze was prevented 
from spreading to adjoining timber, and 
a store of lumber valued at about $350,- 
000 was saved. 

INDIANA. Bedford — Lanz Lumber Co. 
had building and lumber stock destroyed 
by fire, with loss estimated at $50,000, 
partially covered by insurance. 

NORTH CAROLINA. Stedman—J. C. 
Butler Lumber Co. planing mill destroyed 
by fire Oct. 30, entailing loss estimated at 
$10,000. All lumber ‘stored nearby, in- 
cluding a loaded box car, was saved. 

TEXAS. Lufkin-B. L.»Zeagler Lumber 
Co. sawmill unit destroyed by fire Nov. 25, 
with damage estimated at $100,000. Dry 
kilns and a large stock of lumber were 
unharmed. Rebuilding is expected to start 
immediately. ; 

CANADA, ONTARIO. Hamilton—George 
Venator planing mill, a landmark here for 
fifty years, was practically destroyed by 
fire, with damage estimated at $50,000. 





New Mills and Equipment 


CALIFORNIA. Woodleaf — Sacramento 
Box & Lumber Co. of Sacramento, Calif., 
is erecting a sawmill at Woodleaf; it will 
be a long time operation, the company 
having secured ample timber holdings in 
that vicinity. A ten-foot band mill is to 
be set up, with a resaw. The mill will 
have a capacity of 10,000 board feet an 
hour, and is expected to go into opera- 
tion in June, 1943. 

INDIANA. Seymour—National Veneer & 
Lumber Co. is establishing a factory here 
for the manufacture of aircraft veneer. 

MARYLAND. Cockeysville— Veneer 
Manufacturing Co. will build an addition 
to its plant. 

OKLAHOMA. Cushing—Walnut Product 
Co., a new concern, is building a new saw- 
mill here to cut walnut gun stocks. 

VERMONT. Rutland—I. K. Goldstein Co. 
of Brooklyn, N. Y., woodworking firm, has 
leased a portion of the plant of the Rut- 
land Sash & Door Co. here and will manu- 
facture articles of wood which the federal 
government requires, besides novelties. 

CANADA. BRITISH COLUMBIA. Lumby 
—Bessette Sawmills Ltd. are commencing 
work on a new sawmill and box factory 
near here. 

Port Alberni—Bloedel Stewart & Welch 
Ltd. are spending $40,000 on erection of 
several new buildings at their plant here, 
which is already one of the biggest lum- 
ber mills in B. C. ’ 

Youbou—Industrial Timber Mills Ltd. is 
erecting an addition to its mill here. The 
structure will house an H-60 horizontal 
band saw with edger, conveyors and belt, 
and will cost about $12,000. 


Obituaries 


WILLIAM F. BACKSTROM, 58, who op- 
erated the Bigbee Lumber Co., Columbus, 
Miss., until ill health forced his retire- 
ment five years ago, died there Nov. 20. 

WALTER H. DALTON, 60, president of 
the Holmes Eureka Lumber Co., Eureka, 
Calif., died in a Eureka hospital, Dec. 6. 
Mr. Dalton had suffered a stroke several 
weeks before, but had recovered suffi- 
ciently to get up and around. Following 
a second attack, he was taken to the hos- 
pital but failed to rally. Mr. Dalton had 
lived in Eureka all his life. His first con- 
nection with the lumber industry was 
with the Pacific Lumber Co., Scotia. When 
the Holmes Eureka Lumber Co. was 
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formed, he began his services with the 
company, became secretary-manager and 
several years ago was elected president of 
the concern. He was a director of the 
California Redwood Association and was 
prominently identified with fraternal and 
civic organizations in Eureka. His widow, 
three children, and two sisters survive. 


RAY Y. GLADDING, 63, who had been 
connected with the Deiches Lumber Co. 
for twenty-one years and who had served 
as mayor of Pocomoke City, Md., died at 
his home there on Nov. 18 of a heart at- 
tack, after an illness of several years. 
He is survived by his widow, three sons, 
and a daughter. 


ANDREW HAGBERG, 83, retired Pa- 
cific Northwest shingle manufacturer, died 
Dec. 6 at his home in Tacoma, Wash. In 
1902, with his brothers and other asso- 
ciates, he organized the Pacific Shingle 
Co., of which he was president until his 
retirement in 1920. 


JOHN MORGAN JONES, 86, former 
member of Jones & Fox Lumber Co., Co- 
lumbus, Ohio, died at his home there Nov. 
6 after an illness of two months. He had 
retired in 1936. His widow, two daugh- 
ters, a son, three grandchildren and a 
great grandchild survive. 

EARL KAUFFMAN, 56, secretary of 
Thomas & Proetz Lumber Co., St. Louis, 
Mo., died of a heart attack on Dec. 9. He 
was the son of the late Col. Christian 
Kauffman, who operated a sawmill in the 
vicinity of Mobile, Ala., in the early ’90s. 
He had been with the Thomas & Proetz 
Lumber Co. since 1911, in charge of traffic 
and sales in the western and southwestern 
district. He is survived by his widow: 
two sons, and a brother. 


MRS. LOUISE SMALL LUKEMIRE, 58, 
wife of R. B. Lukemire, president and 
treasurer of H. Leet Lumber Co., Ports- 
mouth, Ohio, died Nov. 6 following a lin- 
gering illness. Besides Mr. Lukemire, she 
is survived by a daughter, a son, and a 
stepson. 


CHESTER O. MILLER, 60, for 


many 
years secretary-treasurer of the Antigo 
Building Supply Co., Antigo, Wis., and 


mayor of Antigo for the past ten years, 
died Dec. 6 at his home there, following 
an illness of ten days. He had been in 
failing health for over a year. During 
his administration as mayor, Antigo ac- 
complished extensive civic improvements. 
His widow, two sons, a brother, and a sis- 
ter survive. 


M. M. MOUNT, 55, secretary of William 
Cameron Co. at Waco, Tex., and widely 
known in Texas lumber and traffic circles, 
died suddenly at his home in that city 
Nov. 26. He had been connected with the 
Cameron company since 1909. During 
World War I he served in the aviation 
service. Surviving are his widow, three 
daughters, and a sister. 





JULIUS W. PRESKILL, 72, president of 
Preskill Lumber Co., Chicago, IIl., died 
Nov. 27 at his home there after an illness 
of some little time. He had been in the 
lumber business since 1913. He is survived 
by his widow, two daughters, and two 
sons, Hyman R. and Matt Preskill, both 
of whom were associated with their father 
in the lumber business, and who will con- 
tinue to manage its affairs. 





JOHN A. RABY, co-owner of the Raby- 
McDonald Lumber Co., San Antonio, Tex., 
died Dec. 11 in a hospital there. He had 
been connected with the lumber industry 
in San Antonio since 1892. Before taking 
over the business in partnership with 
Harvey McDonald in 1940, he had been 
associated with several other lumber 
yards. 


ALVA OSCAR RATCLIFF, 59, president 
of Osgood-Corson-Ratcliff Co., Chicago, 
Ill., died suddenly at his home there on 
Nov. 28. He had worked at his desk that 
morning, and had apparently been in good 
health. He was active in National Hard- 
wood Lumber Association affairs, and had 
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only the previous day agreed to take the 
chairmanship of the Inspection rules com- 
mittee for the coming year, after having 
served in that capacity for the last six 
years. He was well Known throughout 
the hardwood industry of the country, 
and was a strong advocate of research 
and promotion in hardwoods. He is sur- 
vived by his widow, a daughter, and a son, 
Randall V. Ratcliff, who has been asso- 
ciated with his father in the business for 
several years and who will continue to 
manage its affairs. 


JUNIUS W. REYNOLDS, 72, president of 
the Sabine Lumber Co., official of other 
lumber companies 
and a well known 
capitalist, died Nov. 
24 in a Houston, 
Tex., hospital. He 
had lived in Hous- 
ton 31 years and 
was a leader in 
civic, church and 


Reynolds aiso was 
vice president and 
co-founder of the 
Texas Longe Leaf 


Co. of Trinity; and 
president and co- 
founder of Meyer 
Royalty Co., Reyn- 
olds-West Lumber 
Co. of Houston, and 
Grayburg Lumber 
Co. of Trinity. He 
started in the lum- 
ber business in 1900 
at Crest City, Ark., 

up properties in 
He is 





and 
Texas, Louisiana, and Mississippi. 
survived by his widow, two daughters, a 
son, four grandchildren, and a brother. 


eventually built 


JOHN M. SIMPSON, president of Simp- 
son Lumber Co., Inc., Washington, Ind., 
died at Atlanta, Ga., Dec. 9. He had en- 
tered the U. S. Army Air Corps as captain 
last Aug. 7 and was immediately stricken 
with an incurable ailment. Mr. Simpson 
was a golf enthusiast, having won several 
amateur championships, and in 1929 spon- 
sored an airport at Oaktown, Ind., which 
is known as Simpson Field. 


J. L. STUCKERT, SR., 55, part owner of 
Stuckert-Owens Lumber Co., Fort Worth, 
Tex., died Nov. 29 in a hospital there, 
after an illness of eighteen months. He 
was also proprietor of the American Sash 
& Door Co., Fort Worth, and was a real 
estate developer and was interested in 
other lines of business. Survivors include 
his widow, two daughters, a son, and his 
mother. 


EDWARD URQUHART, 64, veteran 
Southwest Washington sawmill operator, 
died Dec. 9 in a Centralia, Wash., hospital, 
following a five-day illness. He had been 
connected with the lumber industry in 
southwest Washington for almost 50 years, 
and had lived in Tenino, Wash., for the 
last three years. Survivors include his 
mother, a son, brother, and grandson. 


WILLIAM A. WHITMAN, 76, one of the 
best known lumber manufacturers in the 
Puget Sound area, died Dec. 10 from in- 
juries suffered in a traffic accident. At 
the time of his death Mr. Whitman was 
president of the West Waterway Lumber 
Co., Seattle. He-was born in Tamaqua, 
Pa., and had beén in the lumber business 
all of his business life, starting work on 
log rafts on the Susquehanna River. In 
1898 he went to Tacoma, where he was 
with the Tacoma Mill Co., and for many 
years was sales manager of that com- 
pany. Later, he organized the Kanasket 
Lumber & Shingle Co., with plant near 
Selleck, Wash. In 1916 he organized the 
West Waterway Lumber Co., and built and 
operated the plant in Seattle until his 


death. He was also a director and treas- 
urer of the Douglas Fir Export Co., Seattle. 
Survivors are his widow, a son Mortimer 
A., Seattle, and two brothers. 






lodge affairs. Mr.' 
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DEMAND THIS STICKER 
ON THE SASH YOU BUY 





Your Assurance 
of a Better Window 





The ARMSTRONG Company 


DETROIT DALLAS CHiC’GO 








Western 
Lumber Products 


Prompt, efficient shippers of big 
mill, excellent quality. rightly- 
priced Fir, Hemlock, Cedar. 
Spruce. Red Cedar a Idaho 
White Pine, Ponderosa Pine. Cali- 
fornia Sugar Pine. We strongly 
subscribe to belief that a SATIS- 
FIED CUSTOMER is greatest asset 
of any institution. 


J. G. Kennedy Lumber Co. 


Henry Building, SEATTLE 





WHITE PINE Pondeross- 


ie See 


Fir Wallboard Fav 223, preaucts 
William Schuette Company 


New York 
Office--41 East 42d St. PITTSBURGH, PA. 








SULLIVAN LUMBER CO. 
PORTLAND, OREGON 
vamnans E i R FACTORY 
SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 30 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











For greater protection from the elements, use 


DANDUX TARPAULINS 


Consult our nearest office on your requirements of 
anything made of Canvas. 
C. R. DANIELS, INC. 
Manufacturers of Everything of Canvas 
Boston Buffalo Giveee Cincinnati 
Cleveland Dallas 0 t Los Ran we~ 
Newark Phi hia 


New York Pittsburgh 
Milwaukee Minneapolis 
Cotton Duck Mills at Alberton, Md. 




















ADVERTISING 





How to Figure Costs for Advertising 
In Classified Department 


i OD) cacsincensaseuneees 30 cents a line 
Two consecutive issues ...... 55 cents a line 
Three consecutive issues ..75 cents a line 
Four consecutive issues ..90 cents a line 
Thirteen consecutive issues....... $2.70 a line 


Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the or- 
der. No extra charge for copy of 
paper containing advertisement, 
Copy must be in this office on Mon- 
day prior to publication date. 


Five or six words of ordinary 
length make one line. 

Count in the signature. Heading 
counts as two lines. 


Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 





TOO LATE TO CLASSIFY 


CARPENTERS APRONS 


Write for samples and prices. 
THD MINNESOTA SPECIALTY CoO., 
Minneapolis, Minn. 








Inc. 











Amemcanfiimberman 


Wanted—EMPLOYEES 









December 


26, 1942 


Wanted—LUMBER & DIMENSION 











MANAGER 
Draft exefhpt with many years experience in 
Hardwood sawmill and logging operations. 


Excellent 
Address 


-. 


1st. 
American Lumberman. 


Available Jan. 
care 


references. 
“Pp-27," 





SALES 
Commission 


ASSISTANT 


Mill and Sales Office experience; 


sales correspondent, steno,, Bkkpr., desires po- 
sition with mill, Whsle. or Commission firm. 
Address ‘“‘D-31,"” care American Lumberman. 





A COMPETENT BOOKKEEPER 


For our lumber plant at Gloster to report on 
December 28. Salary $200.00 per month. Please 
send references first letter. GLOSTER LUM- 
‘BER & MFG. CO., Gloster, Miss. 








Wanted—USED MACHINERY 


WANTED TO BUY 


20 to 30 Ton Locomotive Crane. 
10 to 20 Ton Gas Locomotive. 
1,000 GPM Underwriters Fire Pump. 
15,000 to 20,000 Gal. Oil Tank. 
THE DARIN ag ae a ge 
49 East 41st St., New York, 


BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines. 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen John- 
son or Morgan Matchers, Edge Trimmers, 
Squeezers and Band Resaws, and any other box 
equipment used in box working factories. 
Address “C-78,"" care American Lumberman. 














NAILING MACHINES WANTED 


We want Morgan or Doig Nailing Machines at 
once. State make, size, best cash price. CHAS. 
N. BRAUN MACHINERY CoO., Fort Wayne, Ind. 


WANTED TO. PURCHASE 
Cranes—Locomotive, 25 ton & larger capacity. 
Cranes—Overhead Electric Traveling, 50’ and 
longer spans. GEORGE M. MBRIWETHER, 
INDUSTRIAL EQUIPMENT, 606 Farley Bldg., 
Birmingham, Ala. 


WANTED TO BUY 
Lumber winch for a Model M Allis Chalmers 
Caterpillar Tractor. Also trim saw 16 ft. long 
or longer. O. W. HOUTS LUMBER CO., State 
College, Penna. 











WANTED 
Lima Shay Standard 
be first class. 
care American 


Approx. 70 ton 
Locomotive. Must 
Address ““D-29,” 


Gauge 


Lumberman. 





CIRCULAR RESAW & PORTABLE SAWMILL 














=a on Resaw up to 12” wide. Both machines must be 
in good condition. FRANK B. POWELL LUM- 
Wanted—EMPLOYMENT =—_ 2,0 condition. | RANK 
WOODWORKING FACTORY SUPT. 
Wide exp. special millwork production, detailer, Wanted—LUMBER & DIMENSION 
biller. A-1 mechanic; know how to handle 
help & get things done. Excellent Ref. ATTENTION MANUFACTURERS! 


Address “C-64,"" care American Lumberman. 





MGR. RETAIL 
Capable of 
tail yard. 


LBR. & BLDG. MATERIALS 
assuming full responsibilities of re- 
Thoroughly experienced in selling, 




















buying, credits, accounting, & all managerial 
duties. 22 vears experience: age 46; married. 
Address ‘‘C-93."" care American Lumberman. 
WANTED MANAGEMENT 
Substantial retail yard. 20 years varied experi- 
ence. Modern, progressive, thoroughly respon- 
sible & fully qualified. Age 42: married. 
Address “D-32,"’ care American Lumberman. 
Wanted—EMPLOYEES 
DRAFT EXEMPT MAN 
To supervise roofing and sidewall applicators. 


Must be able to get along with people. 
Address ‘“‘C-82,"" care American Lumberman. 





MANAGER 
For wholesale lumber department, Chicago. 
Must be experienced, acquainted with sources 
of supply and sales. Give experience, age, na- 
tionality. 
Address ‘'C- 


83,"" care American Lumberman 





LOGGING 
To skid 
ESTON 


CONTRACTOR WANTED 
and haul to plants in 
NORTON, Waterloo, 


nearby 
Indiana. 


states. 





BAND SAW FILER 
Experienced in northern hardwood mill. 
mill; single band saw; good equipment. 
Address “‘C-92,"" care American Lumberman. 


Good 





EXP. MILL FOREMAN AND FILER 


Complete chg. small stationary circular steam 
mill. Permanent position. 3. Govt. hard- 
wood contracts. WHITMAN coO., Specu- 
lator, N. . 


‘LBR. 








Industrials with war orders that we have sup- 
plied for 15 years or more are desperately in 
need of soft and hardwood lumber for boxing 
and crating. They are asking us to locate these 
stocks giving us Class 1 and 2 orders. Let’s 
work together in the war effort. You concen- 
trate on the manufacturing and we will dis- 
tribute the stock where most urgently required. 
Can handle output of several medium mills. 





WANT TO BUY 
100,000 ft. 9/4” Northern Hard Maple, Rough 
No. 1 and/or No. 2 Common, Air or kiln-dried. 
Will pay cash. MISSOURI WOOD HEEL CoO., 
St. Louis, Mo. 





SEVERAL CARLOADS LUMBER WANTED 


4/4 No. IC & Sel. S2S to 18/16” thick, ran- 
dom width and length. Also 4/4 FAS re- 
and SIS to %” thick, random width 


and length, but not less than 6” 


sawed 
wide and 
8’ long. Want a soft light-colored wood like 
cottonwood. Quote price and delivery date 
FOB Garnett, Kansas. 


W. H. CRAMER & SONS MFG. CO. 


Garnett, Kansas 





NOTICE: SAWMILLS & BOX-SHOOK 


Factories. Please write us so we can establish 
a file of sources of supply for our lumber and 
shooks needs. YARDLEY BOX COMPANY, 
525 W. 76th St., Chicago, Illinois. 





WANTED 


11,200 pieces 1x6-6’ any wood suitable for 
fences, green or dry, and one car 4x4-9’ 
Chestnut. J. P. DODGE & SON, Ashtabula, 


Ohio. 








Wanted—RETAIL LUMBER YARD 


7” 








WANTED LUMBER YARD 


And building material business located in 
good town in Southern State. 
Address ‘“‘D-30,” care American Lumberman. 








Wanted—MISCELLANEOUS 





RAILS WANTED. ANY SIZE OR QUANTITY 


Particularly 20 lb., 25 lb., 30 lb. and 40 Ib. Se- 
cure our price before selling. MIDWEST STEEL 
CORP., Charleston, W. Va. 








RAILS WANTED—ANY SIZE 


Regardless of location. Any quantity. 
Consult us before selling. 
THE W. H. DYER CO., 
Fullerton Bldg., St. Louis Mo. 








For Sale—LUMBER & DIMENSION 


WANTED: CUTTING ORDERS 


I want orders for green gum and oak cutting, 











G. W. MYERS CoO., ist Nat'l. Bank Bidg., rough or dressed; also rough pine timbers. 

Canton, Ohio. E. J. GAIENNIE, Box 1074, Shreveport, La. 
WANTED LUMBER FOR SALE 

White Pine: Up to 150,000 ft. dry or shi; ping . é , 

dry 5/4 x 6, 8 & 10” sound No. 3 Shop or No. 3 300,000 ft. extra high quality Norway Pine 


Common, 8 to 16 ft. Can also use to apply for 
same requirement No. 2A Basswood, Chestnut 
or Cedar, same thickness, 5 to 10” wide. 
CHARLES F. SHIELS & COMPANY 
Cincinnati, Ohio 





DEFENSE WORKERS NEED REPAIR LBR. 
85 to 90% of materials we are able to buy goes 
into defense workers’ homes. It can be new 
or used, odds & ends, shorts or anything you 
can sell, in car lots. Our yard is located in a 


defense area. Most of our trade is with these 
workers, 
BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, IIl. 
Phone: Elmwood Park 1198 


lumber cut 8/4 & 4/4; part of it 60 days dry. 
Special price concession if taken direct from 
mill located 12 miles N.W. of Alpena, Mich. 
W. E. LAUR, R No. 4, Midland, Mich. 








For Sale—RETAIL LUMBER YARDS 


SO. CALIFORNIA LBR. YDS. FOR SALE 


Advise amount investment wanted. TWOHY 
LUMBER CoO., Pet. Sec. Blidg., Los Angeles. 
Lumber Yard Brokers for over a quarter of a 
Century. 














WANTED TO BUY 

Pine Roofers, sheathing and framing, green or 
dry, preferably dressed. Also Hardwood Dun- 
nage for large contract. Make your price de- 
livered Norfolk, either by truck or rail, stating 
quantity you can furnish and when make de- 
livery. Can use some hardwood lumber in 
mixed cars with Dunnage. Act quickly. ELCO 
LUMBER CoO., P. O. Box 1034, Norfolk, Va. 





WANTED 
Well established firm in Northern Illinois is in 
market for Wisconsin-Michigan Hemlock, Pine, 
Norway, or other softwoods surfaced or rough. 
Truckloads or carloads. Can arrange to furnish 
grain to truckers for back-hauls. 
Address ‘“C-63,"" care American Lumberman. 


For Sale—MISCELLANEOUS 


SAWDUST AND SHAVINGS 


BRAUN LUM- 
1555 E. Davison, Detroit, Michigan. 








In carload lots, loose or baled. 
BER CORP., 





TRACTORS FOR SALE 


Available for immediate delivery 5 ton or “35” 
size Caterpillar crawler tractors, $495; Cletrac 
“55's” with angledozers fully electrically equip- 





ped, $1500. Also commercial Caterpillar ‘‘30” 
and other tractors. O. C. EVANS, Mt. Sterling, 
Ky. 














December 26, 1942 


For Sale—USED MACHINERY 
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For Sale—USED MACHINERY 
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For Sale—USED MACHINERY 





EARLE HART WOODWORKING MACHINE CoO. 
Large selection of Modern Ball-Bearing Motor- 
ized Used Machines. 

Get our prices and list before buying. 
Chicago, Ill. Greensboro, N. a 

565 W. Washington Blvd.Davidson Dr., Sedgefield 
Phone:—Andover 3340 Phone:—Greensboro 9633 


FOR SALE 
Band Resaw, 69” Cennell & ‘Dengler, RH. 
Grinder Band Saw, S. C. Rogers No. 6. 
Rip Saw, Greenlee power infeed. 
Drum & Disc Sander, 24” American. 
Grinder, S. C. Rogers, circular saws. 
Knife Scale, Defiance. 
Punch Press, G. W. Heartley. 
Saw Vise, Grammes. 
19 Lumber Dump Carts, heavy duty. 
Steam Pump, Wagener 6-4-6 Duplex. 
35 Dry Kiln Trucks. 
Steam Engine, 110 HP, Hamilton Corliss. 
Steam Pump, Knowles 10-12-6. 
THE PHOENIX BOX & LUMBER CO. 
Toledo, Ohio 


STEAM CIRCULAR SAWMILL 
Complete with top Rig and Logging equipment; 
includes 60”x16’ high pressure Boiler, 12x16 
Engine, Log Haul, 3 block Carriage, Edger, 
Cut-off, two saw Trimmer, Slab Conveyor, 4 
Trucks and Semi-trailers with good and extra 
tires. All mill and logging equipment is good 
stuff in A-1l condition; was in operation to 
Dec. 10. 

Address “C-84,’" care American Lumberman. 


FOR SALE 
Large assortment of water tube and other type 
Boilers, Tanks, industrial equipment of any 
type. INDUSTRIAL SUPPLY & EQUIP. CO., 
INC., 338 Baronne St., N. O., La., Raymond 0889. 


EQUUIPMENT FOR SALE 

1—Band Resaw Brazing Clamp and Automatic 
Resaw Sharpner (Covel). 

1—Door or Frame Clamp 4’x8’6” (Fay & Egan) 
with Foot Pedal operator. 

1—Buffalo 30” Exhauster Fan—Belt driven 
Top Horizontal discharge. 

THE CLARK COUNTY LUMBER COMPANY 

1710 W. Main St., Springfield, Ohio. 














LARGE CIRCULAR MILL COMPLETE 
Including large Diesel power unit. Diesel trac- 
tors, trucks. Located on railroad siding, ap- 
proximately 125 miles from New York City. 
Bargain to quick buyer; must be cash. 

Address “D-26,’’ care American Lumberman. 





IN LIQUIDATION 


Generators: 2 Allis Chalmers; 1 Westinghouse. 
Boilers: Walsh & Weidner 150 HP each. 
Planer: Woods, 32”—6” Double Surfacer. 


Oak Flooring Machine: Woods 501. 
Band Resaw: Berlin 54”. 
Radial Drill: 30”. 
Lathe: Star Tool Company 26”x12’, 
Miscellaneous motors, belting, etc. 
SHIPPEN HARDWOOD LUMBER CO., 
Ellijay, Ga. 


5 DIESEL ENGINES 100-150 and 365 HP. 
75,000 gallon tank on 100’ tower. 
7—Locomotive Cranes, 15, 20 and 25-ton 
Diesel Locomotives, 6, 8 and 14-ton 
7—Guy Derricks, 60, 90 and 110 ft. boom 
Air Compressors, 150, 220, and 550 ft. 
Wheel Presses, 150 and 200-ton 
13—Electric Hoists, 35 to 100 HP 
9—Gasoline Hoists, 15 to 85 HP 
1—63 ton Heisler Gear Locomotive 
2—1000 GPM Electric Underwriters Fire Pumps 
Model D, American 36” gauge 10 ton ca- 
pacity 
4 Wheel Log Loader 
25,000 gal. Tank on 75’ Tower 
50,000 gal. Tank on 65 ft. Tower 
100,000 gal. Tank on 40 ft. Tower 
R. C. STANHOPE, INC. (Lincoln Building). 
60 East 42nd Street, New York, N. Y. 





A. DBD. CHAPRAR &2 COMPANY, INC. 
CHICAGO, ILL. @ PORTLAND, OREGON @ NEW ORLEANS, LA 








UP-TO-DATE BAND SAW MILL 


Fully equipped. Mill property located at Mu- 
nising, Michigan. Address all inquiries: JACK- 
— > _ INC., 609 Jackson Bldg., Buf- 
alo, N. Y. 





FOR SALE 

1—5a Farquhar Mill with 12’ Mandrel outboard 
bearing counterbalanced flywheel. 40’ car- 
riage 95’ Ways. Logbeam carriage, price 
$650.00. 

1—Set American live rolls and some dead rolls. 
Price $125.00 

1—Lindsay 8 wheel Wagon. Price $200.00. 

1—Hoe 56” Inserted tooth-saw No. 25, 8 gauge. 
Price $125.00. 

All the above in fine running order; will work 

= good as new. R. D. KENDRICK, Hightown, 

a. 





LIQUIDATING MILLWORK FACTORY 


Many machines suitable for millworking in 
lumber yards, etc., such as DeWalt Saws, rir 
saws, planers, jointers, band saws, moulders 
and many other units. This excellent eqauip- 
ment can be purchased at attractive prices. 
Write to the LAKESHORE MACHINERY CoO., 
2200 N. 11th Street, Milwaukee, Wisconsin. 





CLOSING OUT SALE; OWNER LEAVING FOR 
THE A Y 


RM 
1—No. 21. Enterprise Sawmill, 3 block 
carriage, taper levers, 16 ft. mandrel 
with 4 pullies, six circular saws...... $700.00 
l——2) SRW FOWSE CRGOR 6.6 o.o.c6:0:0 00 weweeuses 100.00 


1—J. I. Case. 110 H. P. steam engine, 
high pressure boiler (175 lbs.).on skids 600.00 
1—10”x12” Steam engine, side crank, 


So ee” TS WE oc vac checeonakun 75.00 
1—American No. 229 hardwood flooring 

DE. oc einai sawed sie beade «ase cea 800.00 
1—30” Blower, 10” outlets.............. 50.00 
1—=€8”" Blower, 16” GUutietes ..6.66.06 6 eewwss 100.00 
1—Schlinder end Matcher.............0. 250.00 
1—26”x6” Single surfacer, 2 sets knives.. 250.00 
1—15 H.P. LeRoy stationary motor...... 150.00 


1—8 inch four side planer and matcher.. 200.00 
1—Heavy, cast-iron frame and table self 


BOOG PD WE aie écsclenacuwasauewinaceaenrs 200.00 
1—8 inch moulder, with extra bits....... 200.00 
1-—Single’ drum sander......ccccsccceces 50.00 
I—Circuiar, SIGING TOMRW oc occkcscccccvee 150.00 
1—20 ft. 2%” line shaft, 5 pullies........ 25.00 
1—1941 Ford V8, 95-H.P. truck........ 500.00 


1—40 H.P. stationary boiler with 50 ft. 

SURO: MOE iva .s wi -w0b boca ace wenn s 150.00 
1—Dry kiln, with 20 cars and 2,000 Lin. 

DOOR WN a. Sr eos eek ek cas 200.00 
If the purchaser wishes to take the above in a 
bulk sale as a going operation, owner will ar- 
range mutually agreeable terms and will in- 
clude all belting and 50,000 ft. of hardwood 
logs gratis and ‘will lease mill site with all 
buildings fer $100.00 per year with option of 
buying. 

This is an exceptional opportunity for some 
one to continue with an established business. 
HARRIS SAWMILL CO. BOAZ, WISCONSIN 








FOR SALE 
Power Plant Equipment. Steam. Diesel. Elec- 
trical. Boilers, Engines, Turbines, Generators. 


new or. used. PENN MACHI RY - 
PANY, Jackson, Miss. — 


FOR SALE 
All types used, guaranteed high and low pres- 
sure valves from 2” to 20”, Fittings, Pipe, 
Shafting, high tensile Steel Rods, 2 million fire 
bricks. INDUSTRIAL SUPPLY & EQUIP CO., 
INC., 338 Baronne St., N. O., La., Raymond 0889. 








For Sale—TIMBER & TIMBER LAND 


WESTERN TIMBER LANDS 


FRED C. KNAPP, Portland, Ore. 
Buys and Selle 











ONTARIO TIMBER FOR SALE 


15 million ft. 70% Hemlock, 2 million White 
Pine, balance Birch principally; Elm, Ash, 
Hard Maple, Spruce & Balsam, Cedar. 

Address ‘’C-74,”” care American Lumberman. 


FOR SALE 


All, or part, of 40 million ft. of good standing 
Michigan Hardwood timber near Munising, 
Mich. 55% Hard Maple, 25% Birch, 15% Beech, 
2% mixed Hardwood & 3% Pine & Hemlock. 

Address ‘‘C-94,” care American Lumberman. 


For Sale—BUSINESS 
OPPORTUNITIES 


FOR SALE 
Lumber business in Chicago suburb. Good op- 
portunity. 
Address “C-91,”" care American Lumberman. 




















LUMBER MILL NOW IN: OPERATION 
Located in No. Michigan, connected with pri- 
vate spur to Chicago & North ‘Western Ry. 
Sawmill and modern dry kiln in connection. 

Address “C-86,”" care American Lumberman. 





BUSINESS OPPORTUNITY 
Four rear wheel drive Truck available for 
steady log or pulpwood hauling. 
Address ‘‘C-96,"" care American Lumberman. 





FOR SALE 

Sash, Door and Woodworking Plant in north- 
eastern Wisconsin employing nine men. Doing 
all priority work. Also Retail Lumber Yard 
and Coal business in conjunction with plant. 
Doing good business in a good farming com- 
munity. Owner wishes to enter another field. 
Terms to suit buyer. Will sacrifice for imme- 
diate sale. 

Address ‘‘D-25,”’ care American Lumberman. 








FOR SALE_ 


Complete..Ponderosa Pine manufacturing estab- 
lishment, including sawmills, planing mill, box 
factory, logging outfit and five million feet 
timber with plenty more available. Located 
S. W. Colorado. Now operating. Will sacrifice 
for quick sale. 

Address ‘‘D-28,’’ care American Lumberman. 





SAWMILLS 











AMERICA 


Designed with the WADDINGTON ‘System of .CONTINUOUS 
laminated’ top chord — eliminating all top chord splices. 


AIT \\ 


WOOD BOWSTRING 
TRUSSES 











For War Construction Used By: U. Ss. and 
Canadian governments, many war plants, A. & P. Super Mar- 
kets, Newberry, Penney, Jewel, Kroger, National Tea, High 
Low—and independent stores in 40 states. Send. today for 
descriptive circular. 


AMERICAN ROOF TRUSS COMPANY 
6848 Stony Island Ave., CHICAGO 


Spans—25 to 150 ft. 


Phone PLAza 5276 








a TANT PTE AN ETC ELT TE ITI 





a a I SST SU 








A—Northern White Pine 


B—Northern Spruce 
Bl—West Spruce 
} ae aay pee me 9 


Di—Norway Pine 


Bay De Noquet Co....... cd 
Bissell Lumber Industries.ac 
Bonifas Lumber Co., Wm..ad 
Bradley-Miller & Co.......a 
Cadillac-Soo Lbr. Co......ac 
Christiansen Co., C. M...acd 
Connor Lbr. & Land Co.. mer 


Cotton & Hanlon...... a 

Elk River Coal & Lbr. Co. a 
Gillies Brothers ...... cooe® 
Goodman Lumber Co...... c 


Hines Lbr. Co., Edw.. 
Holland Lbr. Co., E. M.. ‘acd 
Holt Lumber Co.......... cd 
ar. & Hanson wueeetne , 


ee ee ee 


Lake Superior Lbr. Corp. .ac 
Menominee Indian Mills.abcd 
Michigan Pole & Tie Co..cd 
Mower Lbr. Co., The...... bl 


Oconto Company ........ cd 

Rainy Lake Lumber Co., 
a We cécenecenes abdl 

Rib Lake Lbr. Co.....-. acd 


eee eee eee eee eeeeees 


0. 
Saluda River —" Co. a 


Schuette Co., Wm......... 
Shevlin Pine Ps Gheaen a 
Stephenson Co., I....... abcd 
Stimson Lumber Co........ cl 
Thunder Lake Lbr. Co...acd 
Underwood Veneer Co.....ac 
Von Platen-Fox Co....... ac 
Weyerhaeuser Sales Co..... a 
Wisconsin Land & Lbr. 


Co. 
Yawkey-Bissell Lbr. Co.. 
E—Southern Yellow Pine 
F—Cypress 
Fi—Tennessee Red Cedar 


Angelina County Lbr. Co...e 
Angelina Hardwood Co 
Augusta Hardwood _ 
Barger Lbr. Co., Inc. ‘ 
Bradley Lumber Co....... 
Brooks-Scanlan Corp .... at 






Agha ...cccee ® Maple (Hard 
Basswood b_ and soft).m 
} ae = seeee $ uoeeant n 
WOR .cccce 
Oherry ..-.-@ Poplar ..... . 
Chestnut ...f eee 
ton ‘5 Sycamore ..pD 
a seene o D. cccce® 
um ~.e--f Walnut r 
Hickory ....j Mahogany ..t 
Philippine.. .k i nenaee u 


Anderson-Tully Company 
eeeccecceocess abceghilmno 
Angelina ‘iohuen d Co. 
06000e0eeeeuse abceghijinpa 
eae Hardwood Mfrs. 
BBE, cccceccess abcdefjmnrv 
angus Hardwood Co. 
Pes 
suger Lbr. Co., Inc......- 


eeeeees *,.abedfmnop 
Bay De “Noquet Co....bdmn 
Belcher, J. B. .abcdefimnov 


Bissell Lumber Industries 


eenceeseeeese abdhm 
Blackwood Lumber Co., 
Mh ccceeceseesce cee 
Bonifas Lumber Co. -.. Wm. 
eeeee cececececes amen 
Bringardner Lbr. Co. 
Cbobaccosnces abcdefjmnov 
Brown, Ee Bh cecocscces befno 


Bruce Co., E. L..abchijImno 
Breece-White Mfg. Co. . 
ebandoeeeenseusees aghimnp 
Syeers Land & Lumber 
vneseoauneeeed bedfmno 
Cadiilac-B00 Lbr. 
Wh. coccecocosaces abedhmn 





Barger Lbr. Co., Inc....efg 


Bradley Lumber Co...... bg 
Meewe, BD. Deccsscccsveve cg 
Meese Ge. TB. Besccvevses bfg 
Casr Tamber Ce. ....cccecce g 
Chapman & Dewey Lobr. 

Me  bbsckebeted: aevenees eg 


Amemcanfiunherman 
Directory of Products Advertised in American Lumberman 


SOFTWOOD LUMBER 


Bruce Ce.. BB. Tncceccccces® 
Burdette Lumber Co......@ 
Burton-Swarts Cypress Co..f 
Carr Lumber Co. .......+++@ 
Chapman & Dewey Lum- 
Ber Ce. cccccccccceccccock 
Chattahoochee Valley Lbr. 
MD cecccecvcucocesccose® 
Chicago Mill & Lbr. Co....f 
Crosby Lbr. & Mfg. Co.....¢ 
Dowling & Camp, Inc......¢ 
Eastman-Gardiner Hard- 


WOOd CO. cccccccccccece 6 
ysense Sawmills Sales 
i: nieeennewe sovcucee -eagl 


Ferguson "Lor. Co. W. F..e8 
Frost Lbr. Industries, Inc..e 
Cope Hardwood Lumber 
G. cvccceece Siseneeeee’ 
Hettler Lumber Sales.....ac 
Hines Lumber Co., Edw....e 
Industrial Lumber Co., 


TMG. 9 cccccccecescccecscees ° 
Jones Lumber Co., J. M..ef 
Kirby Lumber Corp....... e 
Kurth Lumber Co......... e 


Lightsey Brothers ........-f 
Louisiana Central Lbr. Co..f 
McGraw-Curran Lbr. Co....f 
Miller and Company, Inc...e 


Nickey Brothers, Inc....... e 
Northcutt Lumber Sales 
COED. coccccccscccocccce = 
Ozan Lumber Co.......<«..- 
Parham Lumber Co., C. W. t 
Peavy-Moore Lbr. Co....... ” 
Peavy-Wilson Lbr. Co...... e 
Pine Plume Lumber Co....¢e 


Putnam Lumber Co......ef 
Reynolds Bros. Lbr, Co....ef 
Reynolds & Manley Lbr. 
Cen TRO ccccceces veeewe ef 
Sallie IRe. COrccccercece cose 
Saluda River Lumber Co....e 
7“ River Hardwood 


eee ee ee 


Shepherd Brothers ae 
Shepherd Lumber Corp.. 
Smith Lumber Co., W. T.. = 


Tremont Lumber Co......ef 
Trout Creek Lumber Co....¢e 
Twin Harbors Lumber Co..e 
Urania Lumber Co........6 
Wax Lumber Co..........6 
Wier Long Leaf Lbr. Co....e 
G—Arkansas Soft Pine 

Bradley Lumber Co.......8 
Dierks Lbr. & Coal Co.. ..g 
Ferguson Lbr. Co., W. T...8 
Fordyce-Crossett Sales Co..g 
Frost Lbr. Industries, Inc..g 


Ozan Lumber Co...........8 
Southern Lbr. Co..........8 
H—Aromatic Red Cedar 

Bradley Lumber Co....... h 


Brown & Co. of N. C., Geo. C. 


meee Ge, Th Bac cciccccceld 
Frost Lumber Industries, 
M. déhdwoneeoawwnn eewee h 
I—North Carolina Pine 
Barger Lbr. Co., Inc....... i 


Dusen Land & Lumber ; 
Miingten:Pay i Lbr. Co......1 
Ferguson Lbr. Co., W. T...1i 
Hutton & Bourbonnais Co..! 
Schuette Co., Wm. ......ais 


J—Fir 

K—Spruce (Engelmann) 
L—Spruce (Sitka) 
M—Western Red Cedar 
N—Western Hemlock 
O—Port Orford Cedar 


— Lumber Sales 

Age cocccccccsSEM 
Booth- Kelly” Lor. "GO. cc cece 
Bradley-Miller & Co.....jlm 
Duncan Lbhr. Co. ge gang 
Engle & Worth Lbr. Co....j 
menses Sawmills Sales” 
Feather River Lumber Co. 3 
a Lbr. Co., 


Griswold Lumber Co. 
Hettler Lumber Sales. . ooee a 
Hines Lumber Co., Edw....j 
or Lumber Corp., 


Kennedy Lbr. Co., J. G. PE 
Long Lake Lbr. Co........k 


ae Seattle Lumber 
ETT: 
Morrill & Sturgeon Lbr. 
CO. cocccccccccccceccgume 


Medford Corporation ......J 
Neils Lumber Co., J...... jk 


Oregon-American Lumber 
ayer 
Oregon Lumber Co.........J 
Patrick Libr. Co..ccccccccee 
Poa Lumber & Shingle 
Pope & Talbot, Inc.....222.4 
Quincy Lumber Co........j 


Rosboro Lumber Co........Jj 
Russell & Pugh Lbr. Co.. .jm 
Smith Lbr. Co., Ralph L.jino 
Carl Soderberg Lbr. Co...jlm 
Southwest Lumber Co......j 
Sullivan Lumber Co....jlmn 
Tarter, hae & John- 
SOM, IME, cccccccccecccces 

Thurston- Flavelle “Lta. ooellt 
Twin Harbors Lbr. Co... jin 
Wales Lumber Co.......jlm 
Wendling-Nathan Co......m 
a Sales 

White River Lbr. Co. in 
Winton Lbr. Sales Co...jlmn 


P—California Ponderosa Piae 
Q—California Sugar Pive 
R--Redwood 
Bockmier Lumber Sales 
ABONCY .ccccccccccce 02-G 
ae hed Redwood Distrib- 
California Bass & Western 
Pine Agency ..........-Dq@ 
Duncan Lbr. Co., Inc......q 
Feather River Lumber Co..p 
Ferguson Lbr. Co.. W. T.par 
Kennedy Lbr. Co., J. G...pq 
Lumbermen’s Exchange . 7 
Medford Corporation .... 
— -California Snuunber 
Quincy Lumber Co. eer pa 
Red River Lumber Co....pq 
Shevlin Pine Sales Co....pq 
Smith Lbr. Co., Ralph L.. -“ 
Carl Soderberg Lbr. Co.. 
~~ Webster & J ohnson, 


In 
Twin: Harbors Lumber Co. -4 


HARDWOOD LUMBER 


Sondheimer Co., E......... 4 
Stone Lumber Co.......... 
Carr Lumber Co. ...... bfno 
Cypaee & Dewey —— 


Cire trie conden mnp 
Chattahoochee < Valiey~ Lbr. 
i -etusckeeeeeeeeneaness 
one River Boom & Lbr. 
ehesaveens abcdefjmnov 
Chienes Mill & Lumber Co. 
$6: 04e06eeebon cee’ abcginop 
Christiansen Co., C. M.abdhm 
Connor Lbr. & Land Co.dmn 
Copeland Lumber Co..admn 
Cotton & Hanlon....cdemnt 
Crisp Lumber Co., M. E. 


Dierks Lbr. & Coal Co.ahinp 

Eastman-Gardiner Hard- 
WOE GO. ccevecve e..-.!no 

Elk River Coal & Lumber 
GU cesecieses abcdefjmnov 


Exchange Sawmills Sales 
Co. coccccc ctnO 
ts ig Lumber Co., The 
Me cesesws “ee 


Pca Lbr. Co., &. 
Cowoccessoees . 

Fordyce-Crossett Sales Co.in 

— Lumber Industries, 

Pt évesseeseaaxved achijing 
Genes Hardwood Lbr. 

Co. -aginopa 
Goodman Lumber Co.. -bdmn 
Hettler Lumber Sales.... 

eee ...abcdefhijmnopar 
Hines Lbr. Co., Edw..adhmn 
a a Lbr. Co., 

M. cccccece clue 


Holt Hardwood Co....bdhm 
Huntington Hardwood Co. 
caeterrseeoced abcdefjmnorv 
Hussey Lbr. Co., Robt. E. 
CveCereceeeecececeee cee 
Hutton & Bourbonnais Co., 
V¥ROCCRODRDO CDR CSCROREES fno 
Jones Lumber Co., J. 
semenonsaeness ‘ , 
Kerry & Hanson Flooring 
RE. seneuenecannaciad bedhm 
Kirby Lumber Corp.acilinpq 
Kitchen Lumber Co....cmno 
Lake Superior Lbr. 
ee abedhmn 
i al Bros...abcdeflmnov 
Lincoln County Lumber 


CGR. cccse eeeeee abcfghimno 
Louisiana Central Lbr. Co. 
Pere Tr ee Tee 


Luthi & Co., F. C........stu 
May Hardwood Co., Inc. 
covccccccccoes e —_— 
McCracken ‘& (McCall..... 
Cebeeeersdoeees ne 
MeGraw-Curran Lbr. Co. 
COCcreescececcooaceees cing 
Marathon "Paper Mills 
Co. abchm 


Meadow River Lumber Co. 
RK Ramen Ee . abcdefjmnov 
Menominee Indian Mills 
eee bieen .-..-abcdhmn 
Miller and Company, Inc. 
ceghilmno 
Moore, Keppel & Co. 
ececcecccesss abcdefjmnov 


Morrison, Gross & Co. 
cecceeosee .abcdefimnov 
Mowbray & Robinson Lbr. 
Co. -abedefjmnov 
Mower Lbr. Co. SS eer 
ene s ems +++..-.abcdejmnorv 
Nickey Brothers, Inc....inrs 
Northcutt Lbr. Sales op. in 
Oconto Company ..... hmn 
Panther Hardwood Lor. va. 
ee 
Pardee & Curtin Lbr. Co. 
cenaadad —— 
Parham Lumber Co., C. 


7o8 ee 
Paxton ‘Lor. Co., Frank. .imn 
Peavy-Moore Lbhr. Co. ....in 


Peavy-Temple Hardwood. 

Agency 
Pine Plume “Lumber Co.. 

pneiin eae ements abceehilmno 
Reynolds Bros. Lbr. Co...inq 
Reynolds & Manley Lhr. 

ag ee, abceghilmno 


Rih Lake Tumber Co...ahbhm 
Ritter Lumber Co.. M. 

aati erica rere abedefimnov 
a Lumber & Veneer 

oseene cccee ORR 

Raltta Lumber Co. bekoomd ino 
Saluda River Lumber Co. 

+++...-abcdefjmnov 


Shepherd Siccieens 
cccccccccces GMINROPG 
Shepherd poeneninnnd Corp.. 
wemeatl ~athinopa 


We "ee 
C6 4066800000-006098 beghiino 
Sondheimer Co., E...aghinop 


HARDWOOD FLOORING 


Cherry River Boom & ULbr. 


CM  sudeeetesaccaueses befg 
Connor Lbr. & Land Co...cf 
Cotton & Hanlon........ ‘bf 


Crosby Lbr. & Mfg. Co....g¢ 
Dierks Lbr. & Coal Co.. 
ee Sawmills Sales 


.Ferguson Lbr. Co., W. T.efg 
Fordyce-Crossett Sales Co.bg 
Frost Lumber Industries...g 


Griffith Stave Co., Geo. C..g 


Holt Hardwood Co....... cfg 

Kerry & Hanson Flooring 
Ch. <etupaGsudeoueeneae bef 

Lightsey Brothers. Heoecns efg 


Louisiana Central Lbr. Co .g 
Maple Flooring Mfrs. 

Assn. 
Michigan Dimension Co....f 
—- & Robinson Lor. 


Mower Lbr. Co., The. beats 


Nickey Brothers, Inc....... 4 
Ozark Oak Flooring Co....& 
Paxton Lbr. Co., Frank. .fg 
Peavy-Moore Lbr. Co...... 4 
Ritter Lbr. Co... W. M...bceg 
Robbins Flooring Co....bcfg 
Roddis Lbr. & Veneer Co...f 


Southern Lbr. Co.......0<. g 

Peavy-Temple Hardwood 
ABONCY cccccccccscccagces g 

Stephenson Co., I......... bef 


Alphabetical Index to Advertisements will be found on page 59. 
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Wendling-Nathan Co. ....qr 

Western Pine Ass’n...... -pa 

Yosemite Sugar Pine Lum- 
Der CO... ccccccccccccccee DG 


S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 


“ete Copper Mining 
SEE ae are . 
Biles-Coleman Lumber Co... t 
—— Lumber Sales 

Ag eoccccccccccc ct 
neatter- "Miller Diasec st 
California Sugar & hemes 

Pine Agency ........ 
Craig Mountain Lbr. ices t 
Duncan Lbr. Co., Inc..... stu 
ee Sawmills Sales 


Ferguson Lbr. Co... W. F...Ht 
Hines Lumber Co., Edw...st 
EVGGF PIMG CO. .cccsccccvce t 
Kennedy Lbr. Co., J. G....8 
Kinzua Pine Mills Co......t 
Kesterson Lumber Corp.....t 
Long Lake Lbr. Co....... stu 
— Seattle Lumber 


Lumbermen’s Exchange ...t 
Medford Corporation ......t 
Michigan-California Lbr. Co.t 
—— & Sturgeon Lobr. 

0. 


Srrrrr PPerrTrrrerrrre t 
Neils Lumber Co.. J..... stu 
Oregon Lumber Co......... t 
Pilot Rock Sales Agency... “§ 
Quincy Lumber Co..... vee 


Russell & Pugh Lbr. Co.. -“ 
Schuette Co., Wm. ........ 
Shevlin Pine Sales Co..... t 
Carl Soderberg Lbr. Co...stu 
Southwest Lumber Co.....t 
Southwest Lbr. Mills, Inc..t 
Spokane Pine Products...st 
Sullivan Lumber Co....... t 
Tarter, Webster & John- 
Ss . one tine. certuneede 
Twin Harbors Lumber Co.st 


Wales Lumber Co........ stu 
Western Pine Association. .st 
Wendling-Nathan Co. ..... t 


we Sales ‘ 
éndciaranaparearta Wied coccel 
Winton Lbr. Sales Co. coecht 


Southern Lumber Co. 
Stearns — . Lbr. 
» Sedition 


Stephenson ee. I...... Camn 
Stimson Lumber Co...abmno 
Stone Lumber Co.....ahijinp 


aes ane Corp 
a vabedetjmnov 


Thunder Lake Lbr. Co.bdhm 
Tremont Lumber Co..ahijing 
Twin Harbors Lumber 

Co. 


aac 


wevesee SR 
Underwood Veneer Co...... 
bead. ve voeuen awn «+... abdhr? 


Urania Lumber Co.......ci# 
Vestal Lbr. & Mfg. Co.... 

eecescccseees abCdefjmnot 
Virginia Hardwood 7 

oS Se ..fno 
Von Platen Fox Co.. ‘abahm 
Wax Lumber Co.....aghilnp 
West Virginia Lumber Co. 

eb eresc.cnecceeee 
Wisconsin nee & Lbr. 

Co. .abcdhm 
Wood-Mosaic Co., Inc. 

wiaid eithieie winie.e ore abcdefgmnov 
Woods Lumber Co......inop 
Yawkey-Bissell Lbr. Co..dmn 
Zickgraf Hardwood Co. Inc. 


eee eereeeeeee 


abcdefjnov 
Texas Oak Flooring Co..... g 
Tremont Lumber Co.....bgh 


Webster Lumber Co., H. E.g 
Wells Lumber Co., J. W...cf 
West Virginia Lbr. Co..... fg 
Wisconsin Land & Lumber 

a ere ee bef 
Wood-Mosaic Co., Inc..... fg 
Wrape Stave Co., Inc., 

War Uh. ee deseecezemnneees g 
Yawkey-Bissell Lbr. Co...cfg 
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CABINETS 

Carr, Adams & Collier Co. 

Curtis Companies Service 
Bureau 

Gregg & Son 

Roach & Musser 


MANTELS 
Carr, Adams & Collier Co. 


PACKAGE TRIM 
Biles-Coleman Lumber Co. 
Bradley Lumber Co. 
Fordyce-Crossett Sales Co. 
Florida-Louisiana Red 
Cypress Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long Lake Lumber Co. 
Putnam Lumber Co. 
Southern Lumber Co. 
Southwest Lumber Mills, a 
Spokane Pine Products 
Weyerhaeuser Sales Co. 


BUILDERS’ SPECIALTIES, 


BUILDING MATERIAL 
JOBBERS 


Dyke Brothers 


BUILDING PAPER 


Flintkote Co., The 
Sisalkraft Co. 


CAULKING COMPOUND 
Armstrong Company, The 
Calbar Paint & Varnish Co. 
Flintkote Co., The 


CEDAR CLOSET LINING 


Bradley Lbr. Co. of Ark. 
Brown & Co. of N. C., Geo. C. 
Bruce Co., E. 

Frost Lumber Industries, Inc. 


CEMENT 
Louisville Cement Co. 


DIAMOND POINT DRIVER 
Smith, Inc., Landon P. 


DISPLAY ACCESSORIES 
Heller & Co., W. C. 


FENCE AND FENCE POSTS 
American Steel & Wire Co. 

U. 8. Steel Corp. Subsid.) 
Columbia Steel Company 

(U. 8S. Steel Corp. Subsid.) 
Continental Steel gq 3 
Illinois Wire & Mfg. 
Keystone Steel & es oe. 
Michigan Pole & Tie Co. 
Mileor Steel Co. 
Republic Creosoting Co. 
Tennessee Coal, I & RR. Co. 

(U. 8. Steel Corp. Subsid.) 
U. 8. Steel Products Co. 

(U. 8. Steel Corp. Subsid.) 


FIREPLACE UNITS 
AND FITTINGS 


Superior Fireplace Co. 


FLOOR RUNNER 
Carey Co., Philip, The 


GARAGE DOORS 
(OVERHEAD) 


Carr, Adams & Collier Co. 
Coburn Trolley Track Co. 
Fir Door Institute 

Frantz Manufacturing Co. 


AXES AND LOGGING 
TOOLS 

American Logging Tool Co. 
BLOW PIP. 


ES 
Houston Blow Pipe & Sheet 
Metal Works 


CARRIERS, LUMBER 

Ross Carrier Co., The 
CUTTER HEADS 

Shimer & Sons, Inc., Sam’! J. 
DOG, SET WORKS, ETC. 
Kent Machine Co. 

DRY KILNS AND 


ACCESSORIES 
Moore Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 
EDGERS 


Corinth Machinery Co. 
Miner Mdger Works 


Amemcanfiimberman 


Directory of Products Advertised in American Lumberman 
MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


SASH, DOORS, COLUMNS, 

MILLWORK 

American Plywood Corp. 

Biles-Coleman Lumber Co. 

Barger Millwork Co. 

Carr, Adams & Collier Ce. 

Curtis Companies Service 
Bureau 

Frost Lumber Industries Inc. 

Gregg & Son 

Pacific Mutual Door Co. 

Ponderosa Pine Woodwork 

Red River Lbr. Co. 

Roach & Musser 

Silbernagel & Sons Co., Geo. 

Wheeler Osgood Sales Corp. 

SHINGLES 


Northern Cedar ..........-8 
nm Red Cedar........b 
Barger Lbr. Co., Inc......b 
Bay De Noquet Co........a 


GARAGE DOOR 
HARDWARE 
Frantz Mfg. Co. 
The Stanley Works 


GATES 
American Steel & Wire Co. 
Continental Steel Corp. 


GLASS 
Libby-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


GLASS SUBSTITUTE 
Sol-O-Lite Mfg. Co. 


GLAZING MATERIAL 
Armstrong Company, The 
Biddle Company 


=, te & PAINTERS’ 
Fletcher, Terry Co., The 
Smith, Inc., Landon P. 


GLUE (Waterproof) 
Monite Waterproof Glue Co. 


HARDWARE—Builders’ 
Coburn Trolley Track Co. 
Frantz Mfg. Co. 

National Brass Co. 

The Stanley Works 


HARDWARE CLOTH 


Cyclone Fence Co. (U. 8. 
Steel Co., Subsidiary). 


HINGES 
The Stanley Worker 


INSULATION 

Barrett Company, The 
Carey Co., Philip, The 
Celotex Corp., The 
Flintkote Co., The 
Insulite Co., The 
Johns-Manville 
Kimberly-Clark Corporation 
National Gypsum Co. 
United States Gypsum Co. 
Wood Conversion Co. 


KITCHEN BIN SWINGS 
Ritsche Specialty Mfg. Co. 


LADDERS 

Babcock Co., w. 

Breyer Bros., Writing & Co. 
Berg Mfg. Co., John 


Bonifas Lumber Co., Wm..a 
Bradley-Miller & Ce........b 
Connor Lbr. & Land Co....a 
Hammond Cedar Co., Ltd..b 
Kennedy Lbr. Co., J. G....b 
Marathon Paper Mills Co...a 
Mauk Seattle Lumber Co...b 
McNair Shingle Co., 

MOMONE  o.xsccccconseecsent 
Menominee Indian Mills....a 
Michigan Pole & Tie Co. 
Morrill & Sturgeon Lobr. 

CO. scvcccececcccesccosoet 
Oconto Company .........-& 
Pacific National Lumber Co.b 
Polson Lumber & Shingle 

WUE. 605000: baccnmessane 
Red Cedar Shingle Bureau.b 
Rib Lake Lbr. Co..........8 
Stephenson Co., I..........8 
Thurston-Flavelle Ltd. ....b 
Twin Harbors Lumber Co..b 






Wendling-Nathan Co. ....bd 
Weyerhaeuser Sales Co.....b 
White River Lbr. Co.......b 
Winton Lumber Sales Co...b 
Wisconsin Land & Lbr. Co..a 


SHAKES 
McNair Shingle Co., Robert. 


SIDING—RED CEDAR 
Thurston-Flavelle, Ltd. 


URE 
Biles-Coleman Lumber Co. 
Kinzua Pine Mills Co. 
Ponderosa Pine Woodwork 


ws 
Andersen Corporation 
Barger Millwork Co. 
Carr, Adams & Collier Co. 
Curtis Companies Service 
Bureau 
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WINDOW. DOOR FRAMES 
Andersen Corporation 
Biles-Coleman Lumber Co. 
Bradley-Miller & Co. 

Carr, Adams & Collier Co. 
Curtis Companies Service 


ureau 
Frost Lumber Industries Inc. 
Kinzua Pine Mills Co. 
Long Lake » ~aaped Co. 
Malta Mfg. 
Pacific Muted “Door Co. 
Roach & Musser 
Silbernagel & Sons Co., Geo. 
Spokane Pine Products Co. 


FLOOR PLANKS 

WOOD FLOOR BLOCKS, 
Bradley Lumber Sales Co. 
Bruce Co., BE. L. 

Robbins Flooring Co. 
Wisconsin Land & Lbr. Co. 


STORE EQUIPMENT AND ACCESSORIES 


LATH (FIREPROOF) 
United States Gypsum Co. 


LINSEED OIL 


Archer-Daniels-Midland Co. 
Spencer Kellogg & Sons, Inc. 
LOG CABIN SIDING 

Frost Lumber Industries, Inc. 


Kinzua Pine Mills Co. 
Red River Lumber Co. 


MASON’S CEMENT 
Louisville Cement Co. 


METAL CORNER 
Continental Steel Corp. 


METAL LATH 
United States Gypsum Co. 


METAL MOULDING 
Ford Metal Moulding Co. 


NAILS 

American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
PAINT, ENAMEL 
VARNISH 

Boston Varnish Co. 
Calbar Paint & Varnish Co. 
Devoe & Raynolds 
Kyanize Finishes 

I. F. Laucks, Inc. 

Lowe Brothers Co., The 
Parker & Sons Co., Ira 
Patterson-Sargent Co. 


PLASTER BOARD 
National Gypsum Co. 
United States Gypsum Co. 


PLASTER LATH 
Johns-Manville 

National Gypsum Co. 
United States Gypsum Co. 


PLYWOOD AND VENEERS 
Aetna Plywood & Veneer Co. 
American Plywood Corp. 
Copeland Lumber Co 
Douglas Fir Plywood Assn. 
Goodman Lumber Co. 
National Plywoods, Inc. 
Pacific Mutual Door Co. 

Red River Lbr. Co. 

Roddis Lumber & Veneer Co. 
Twin Harbors Lumber Co. 
Wheeler Osgood Sales Corp. 
Underwood Veneer Co. 
United States Plywood Corp. 


POLES 
Michigan Pole & Tie Co. 
Rib Lake Lumber Co. 


PUTTY 

Armstrong Company, The 

Biddle Company 

Parker & Sons Co., Ira 

ROOF COATING—Cement 

Abesto Mfg. Co. 

Barrett Div. Allied Chemi- 
cal & Dye Corp. 

Carey Co., Phin ‘The 

Celotex Corp., The 

Flintcote Co. 

Ruberoid Company, The 

ROOF TRUSSES 

American Roof Truss Co. 

ROOFING, SHINGLES, 

SIDING—Asbestos, Asphalt 

Barrett Div. Allied Chemi- 
cal & Dye Corp. 

Carey Co., Philip, “The 

Celetex Corp., The 

Flintkote Co.. The 

Johns-Manville 

Ruberoid Company, The 

Texas Co., The 

United States Gypsum Co. 

ROOFING 


. SIDING—STEEL 
os Steel Corp. 


Steel Corp. Subsid.) 

Columbia Steel Company 

(U. 8. Steel Corp. Subsid.) 
Continental Steel Corp. 
Tennessee Coal, I. & RR. Co. 

(U. 8. Steel Corp. Subsid.) 
U. 8. Steel Products Co. 

(U. 8. Steel Corp. Subsid.) 
SASH CORD 


Puritan Cordage Mills, Inc. 
Samson Cordage Works 


SEALER 
I. F. Laucks, Inc. 


SCREENS 

Continental Screen Co. 

Curtis Companies Service 
Bureau 

National Door Mfrs. Assn. 

Silbernagel & Sons Co., Geo. 

SCREEN CLOTH (WIRE) 

Cyclone Fence Co. 

Reynolds Wire Co. 

Wickwire Bros., 

SCREEN DOOR GRILLES 

Macklanburg-Duncan Co. 

SCREEN TACKERS 

Crofoot Co., J. B. 

SHEATHING 

(INSULATING) 

Celotex Corp., The 

Insulite Co., ~~ 

Flintkote Co., T 

United States +. Co. 


MACHINERY AND EQUIPMENT 


Corley Manufacturing Co. 
Frick Company 
— Hollow Blast Grate 


Miner Saw Mfg. Co., J. H. 


American Steel & Wire Co. 


ENGINES AND BOILERS 
Enterprise Co., The 

Frick Company 

FANS 

Jacksonville Blow Pipe Co. 


FLOOR SANDERS 
Clarke Sanding Machine Co. 


FILES—Saw 

Atkins & Co., E. C. 

Disston & Sons, Inc., Henry 
HOG KNIVES 

Atkins & Co., E. 

Disston & Sons, on. Henry 
INJECTORS, VALVE, 


STEAM PUMPS, PIPING 
Soule Steam Feed Works 


KNIVES 


Atkins & Co., E. C. 
Disston & Sons Inc., Henry 
Taylor Stiles & Co. 


LOAD BINDERS 


American Logging Tool Co. 
Atkins & Co., E. C. 


LOGGING EQUIPMENT 


American Logging Tool Co. 
Lindsey Wagon Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 


MOISTURE INDICATORS 


Moisture Register Co. 
Moore Dry Kiln Co. 


MOULDING CUTTERS 


Shimer & Sons, Inc., Sam’! J. 
Taylor, Stiles & Co. 


PORTABLE SAWMILLS 
Corinth Machinery Co. 
Corley Manufacturing Co. 
Cunningham Mchy. Cor». 
Enterprise Co., The 
Frick Company 

Kent Machine Co. 


SAW BITS 
Atkins & Co., E. C. 


SAWMILL MACHINERY 
American Saw Mill Mchy. Co. 
Corinth Machinery Co. 
Corley Mfg. Co. 

Cunningham “ge + Corp. 
Enterprise Co., T 

Frick Company 

Gordon Hollow Blast Grate 


Co. 
Kent Machine Co. 
Miner Saw Mfg. Co., J. H. 


SAWS, SAW TOOLS 
American Saw Mill Mchy. Co. 
Atkins & Co., E. C. 


_ Clarke Sanding Machine Co. 
Dissto: 


m & Sons, Inec., Henry 
Huther Bros. 
Miner Saw Mfg. Co., J. H. 


See following page for additional listings 


SILO MATERIAL 

Sisalkraft Co., The 

SOOT DESTROYER 
Pittsburgh Soot Destroyer Co. 


SOUND-DEADE 
MATERIAL — 


Carey Co. Philin. Th 
Celotex Corp., The , 
Flintkote Co.. The 

Insulite Co., The 
Johns-Manville 
Kimberly-Clark Corporation 
National Gypsum Co. 
United States Gypsum Co. 
Wood Conversion Co. 


STEEL SHEETS, Piain 
orrugated - 


Carnegie-Iitinots Steel Corp. 
(U. 8. Steel Corp. Subsid.) 
Columba | mm Cupar 7 nas 
(U. 8. Steel Corp. “Subsid.) 
Continental —- Corp. 
Tennessee Coal, & "RR. Co. 


(U. §. Steel "Col fb 
U. 8. Ereducts © yg Subsid.) 


(Uv. Steel Sere. Subsid.) 


Pesce EQUIPMENT 

Heller & Co., W. C. 

TECO CONNECTORS 

Timber Engineering Co., Inc. 

Timber Engineering Co. of 
Michigan 

TERMITE SHIELDS 

Timber Engineering Co., Inc. 

TURPENTINE 

American Turpentine Farmers 
Association Co-operative 

WALL BOARD 

American Plywood Corp 

Carey Co., Philip, The 

Douglas Fir “tae Assn. 


Marsh Wall Prefect, Inc. 
Pacific Mutual Door Co. 
United States Gypsum Co. 
United States Plywood Corp. 
Wood Conversion Co. 
WALL PANELS 

American Plywood Corp. 
Flintkote Co., The 

Marsh Wall Products, Inc. 
Underwood Veneer Co. 
Upson Company, The 
WATERPROOF COATING 
Flintkote Co., The 
Ranetite Manufacturing Co. 
WooD G 

Long Fir Gutter Co. 
Weyerhaeuser Sales Co. 


STEAM FEEDS 

Soule Steam Feed Works 
TARPAULINS 

Daniels, Inc., C. R. 


TRACTORS 

Frick Company 

Evana, O. C. 

TRIMMERS 

Corley Manufacturing Co. 

Frick Company 

Gordon Hollow Blast Grate 
Company 

VENEER DRYING 

MACHINERY 

Moore Dry Kiln Co. 

WAGONS—Log 

Lindsey Wagon Co. 


WELDING WIRE, WIRE 
tO ceieceaeae AND 
SLIN 


American Steel & Wire Ce. 
Columbia Steel Co. 
Continental Steel Corp. 





"eb. 


58 





ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 

Drolet, Geo. 

Grayson Co., The 

Industrial Appraisal Co. 
Lemieux Bros., Inc. 

Sewall, James W. 

Spain & Co., H. M. 


“BOOKS (Lumber and Log) 


Buck & Co., Frank R 


Amemcanfiumberman 


MISCELLANEOUS SUPPLIES AND. SERVICES 


COLLECTION SERVICE 
Lumbermen’s Credit 
Assn., Inc. 


FINANCIAL 

Douglas-Guardian Warehouse 
Corp. 

Lumbermen’s Credit Associa- 
tion, Inc. a 


HOTELS 

Benson 
Blackstone 
Continental 
Dewitt Operated 


McAlIpin 
Morrison 
Pittsburgher 


HOUSE PLAN SERVICE 
Lumbermen’s Plan Service 


LUMBER RULES 
Buck & Co.. Frank R. 


OFFICE SUPPLIES 
Buck & Co., Frank R. 


Cuprinol, Inc. 

DuPont de Nemours Co., Inc. 
_ 

I. F. Laucks, Inc. 


Parker & Sons Co., Ira 
Protection Products Mfg. Co. 


SAP STAIN PREVENTA- 
TIVES 


Chapman & Co., A. D. 
DuPont de Nemours Co., 
Inc., E. 1 


December 26, 1942 


Directory of Products Advertised in American Lumberman —— 


TIMBER ESTIMATES 
Clarke. C. V. 


TIMBER LANDS 
Knapp, Fred C. 


TREATED PRODUCTS— 
Railroad Ties, Poles, Piling, 
Timber Products, Lumber, 
Fence Posts 


American Lumber & Treat- 


> Getham PRESERVATIVES—WOOD . ing Co. 
waaers Lumber & Log he al Monsanto Chemical] Co. Crosby Lbr. & Mfg. Co. 
Lafayette. —— Lumber & Treat- Fordyce-Crossett Sales Co. 
CHECK PREVENTATIVES Lennox mm... Co BL TERMITE Frost Lumber Industries, Inc. 
Bruce Co., E. L. Lincoln o EXTERMINATORS Pope & Talbot. Inc. 
Moore Dry Kiln Co. Metropole Chapman & Co., A. D. Bruce Co., E. L. 


Republic Creosoting Co. 


See preceding pages for additional listings 



















the construction of numerous items ranging 


insure maximum production. 








HEAD SALES 


PORTLAND, 


MANUFACTURING PLANTS 


TOLEDO, OREGON 


The PRODUCTION LINE 
Is the LIFELINE of America 


Lumber is a vital war construction material. 
Uncle Sam needs billions of feet of it for use in 


ammunition boxes to planes and battleships. 
1 Every operation at the Johnson Toledo mill has 
been geared to the highest possible speed to 







CAPACITY 
a The Trade Mark of 


QUALITY LUMBER 


LUMBER CORP. 


from 


HAS BEEN ADDED TO THE 


HOTEL M‘CALPI 


NEW YORK 





This modern, luxurious 
hotel has added the ONE 
thing that could make 
your stay more enjoyable 
...A RADIO IN EVERY 
ROOM. It always had a 
superb location. It always 
gave good service. Its rates 
have always been reason- 
able. Now The McAlpin 
“has everything.” 





Se Ks. EE, 
1500 ROOMS 
WITH PRIVATE BATH 


Single from $3.30 Double from $4.95 


1 BLOCK FROM PENNSYLVANIA STATION 


OFFICE 
OREGON 








ENTERPRISE 


SAW MILL MACHINERY 
NOT DOWN TO A PRICE, but-built 


to tried and proven principles of 
design and construction for profitable 
operation. 


ENTERPRISE meets the requirements 


prices. 





for accuracy and speed of operation with low 
maintenance cost. Give us details of your re- 
quirements for our recommendations and 


The ENTERPRISE COMPANY, 328 Main St., Columbiana, Ohio 
















BALL BEARING 


TIGHTNER INDEPENP 


MACHINE CUT 
STEEL RACK 
ND, PINION 


IMPROVED GIAND 
FEED 























~ 
w 


nc. 
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Aduertisers' Index 








Aetna Plywood & Veneer...... 38 
American Logging Tool Co.... 38 
ess Lumber & Treating 
American Plywood Corp.. .. 60 
American Roof Truss Co. .. 55 
Anaconda Copper Mining Co. . 45 
Anderson-Tully Co........... 5 
Angelina Hardwood Co....... 5 
Appalachian Hardwoods....... 7 
Archer-Daniels-Midland Co.... 61 
Armstrong Co., The.... .. ..48-53 
Augusta Hardwood Co........ 5 
Belcher, J. B. a: 
Biles-Coleman Lbr. ‘Co., "Inc. 7 
Blackwood Lumber Co., Inc... 7 
Bradley, Miller & Co......... 51 
Breece-White Mfg. Co........ 5 
Bringardner Lumber Co....... 7 
Brown, D. D. ~ © 
Burdette Lumber Co. oan a ae 
Burruss Land & Lumber Co. + ae 
California Sugar & Western 

Pine Agency . << a 
Carey Mfg. Co., “The Philip.... 3 
Carr Lumber Co. dicvetacevonate: Tae 
Chapman & Co., A. D. sil 
Chapman & Dewey Lbr. Co. a 


Chattahoochee Valley Lbr. Co.. 52 
Cherry River Boom & Lbr.Co.. 7 


Chicago Mill and Lbr. Co..... 5 
Cotton Hanlon. . 2 ae ae 
Crisp Lumber Co., “M. E. er 
Cunningham Mchy. Corp... Bro paroes 55 
Deates, Tac. ©. B........0+.. & 
Drolet, George. or. 
Duncan Lumber Co., “Ine: . ~« 42 
Dyke Brothers... ..........2-. & 
Eastman-Gardiner one 

Co.. i: ae 
Elk River Coal & Lbr. Co.. ee | 
Ellington-Fay Lumber Co..... 47 
Engle & Worth Lbr. Co....... 48 
Enterprise Company, The..... 58 


Farrin Lumber Co., TheM.B.. 7 
Feather River Lumber Co., The 41 


Gillies Bros., Lid...........06. @& 
a 
Holt Hardwood Co........... 60 
Hotel McAlpin............... 58 
Hotel Metropole............. 38 
Hotel Philadelphian........... 59 
Hotel Wisconsin. . soe 
Huntington Hardwood Co. a 
Hutton & Bourbonnais Co.. Ricerca 7 
PvOGy Fine Oe... cscs isc 


Johnson Lumber Corp., C. D.. 58 
Jones Lumber Co., J. M....... 5 


Kennedy Lumber Co., J. G.... 53 


Kent Machine Co., The....... 38 
Kesterson Lumber Corp....... 33 
Kirby Lumber Corp.......... 40 
Kitchen Lumber Co.......... 7 
MEMGGD, BUCO Oeics iccccccces 
Libbey-Owens-Ford Glass Co.. 2 
Lindsey Wagon Co........... 52 
Long Lake Lumber Co........ 6 
Louisiana Central Lumber Co.. 5 


Maple Flooring Mfrs. Assn.... 
Mauk Seattle Lumber Co..... 
May Hardwood Co........... 
McCracken & McCall, Inc..... 
McGraw-Curran Lumber Co... 
Meadow River Lumber Co.... 
Medford Corporation......... 
Menominee Indian Mills...... 
Michigan Dimension Co....... 


Miller & Co., Inc. . 


Miner Saw Mfg. Co., oY i. Bie ete 


Moore Dry Kiln Co. 

Moore, Keppel & Co. , 
Morrill & Sturgeon Lbr. ©o.. 
Morrison, Gross & Co.. 
Mowbray & Robinson Lbr. Co. 


Mower Lumber Co., The...... 


Neils Lumber Co., J.......... 
Nickey Brothers, Inc......... 
North Carolina Pine.......... 


Oregon Lumber Co........... 


Ozark Oak Flooring Co 


Panther Hardwood Lumber Yd. 
Pardee & Curtin Lumber Co. .. 
Parham Lbr. Co.C.W........ 


Patrick Lumber Co..... 


Paxton Lbr. Co., Frank........ 
Peavy Hardwood Agency...... 
Peavy-Moore Lbr. Co., Inc.... 
Peavy-Wilson Lbr. Co., Inc... . 
Pilot Rock Sales Agency...... 
Pine Plume Lumber Co....... 
Pittsburgh Soot Destroyer Co.. 


Protection Products Mfg. Co.. 


Rainy Lake Lumber Co., Ltd.. 
Reynolds & Manley Lbr. Co... 


Ritter Lumber Co., W. M..... 
Russell & Pugh Lumber Co.... 


Saluda River Lumber Co...... 
Schuette Company, Wm...... 


Sewall, James W . 
Shevlin Pine Sales Co. 


Sondheimer Co., E. 


Southern Hardwoods.......... 


Southwest Lumber Co. 
Spain & Co., H. M. 


Spokane Pine Products Co ae ree 
Stearns Coal & Lumber Co.... 
Stimson Lumber Co., D. C.... 
Stone Lumber Co., J. E....... 
Sullivan Lumber Co.......... 


Tarter, Webster & Johnson, Inc. 


Taylor-Stiles & Co.. 
Tennessee-Eastman Corp.. 


Thurston-Flavelle Ltd........ 
Twin Harbors Lumber Co..... 


U. S. Treasury Dept.......... 
Upson Company, The......... 


Vestal Lumber & Mfg. Co..... 


Wales Lumber Co. 
Wax Lumber Co. 
Wendling-Nathan Company . 


West V: a Lumber Co..... 


Western olesalers. . 
Wisconsin Land & Lbr. Co. 
Wood-Mosaic Co., Inc. 
Woods Lumber Co. 

Wrape Stave Co., Inc., WwW. ze’ 


49 


. 35 


ow 
On oO 


53 


.. 52 
eo 
Silbernagel & Sons Co., Geo. vere 
Smith Lumber Co., W. T...... 
Soderberg Lumber Co., Carl. .. 


48 
42 


wo 
JING @ 


oi] 
@ Oo 


38 


. 42 


5 
. 42 
7 


.. 42 


38 
y 
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. 52 


Directory of Products Advertised will be found on preceding pages. 








Logged in 1936-’37 


1908 -- 750,000,000 Feet of Standing Timber 
1942 -- 750,000,000 Feet of Standing Timber 


HAS YIELDED 1,019,000,000 FEET 
45% Hemlock, 15% White Pine, 40% Hardwood 
Sustained Yield Policy Equals Perpetual Supply 


DEFEND YOUR TRADE with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-Dried - QUALITY LUMBER Kiln - Dried 





A Piladelphia } 


ls lhe Wit 


ri 
"4 












































Hotel Philadelphian 


Entirely redecorated and re- 
furnished, including a radio in 
every room. Highly recommended 
by experienced travelers the worid 
over for its warm hospitality: its 
excellent cuisine served in com- 
fortably air-conditioned restau- 
rants; its convenient location te 
the business section; and its un- 
limited parking facilities. 


600 Rooms and Bath with Radio from*3.00 


DANIEL CRAWFORD, Wv., President and General Manager 
38th and Chestnut Streets, Philadelphia, Penasyivania 


A SAS SI TT aT 


60 Amermcanfiimberman 





Our Sales Representative 
in Chicago 


and surrounding territory 


N. J. CLEARS 
LUMBER CO. 


Can Supply You With All 


Holt Products 


in Truck or Carload Deliveries. 


53 W. Jackson Bivd. 
CHICAGO 
Telephone, Wabash 8887 
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Our Chicago 
Wholesale 
Distributing 
Warehouse 


PRESKILL 
LUMBER CO. 


Carries a Complete Line of 


Holt Flooring 


Warehouse: 526 W. Kinzie St. 


HOLT HARDWOOD CO. | <7 és<Fémcc'o~" 


Oconto, Wis. Preskill Lumber Co. 


2030 W. Taylor St. 
Member Maple Flooring CHICAGO 
Mfrs. Assn. 


HOLT 


Flooring 


Beautiful. . . . Durable 


HOLT is the name that stands 
for Hardwood Flooring of su- 
perfine quality and eye-delight- 
ing beauty. It comes in MAPLE, 
OAK, BEECH and_ BIRCH. 
Scientific seasoning, precision 
manufacturing. Strip, Herring- 
bone, Assembled Blocks. Full 
line of heavy-duty flooring. 














ae 3 o 


AND SALES 


Aggressive dealers won't sit idly by when their 
communities are so full of homes just waiting to 
be remodeled. They're taking the initiative — 
NOW — while the time is ripe. When you have 
‘wood products like New Londoner Hollow-Core 
Flush Doors, Wallwood, 3 ply-panels and Amer- 
ican Flush Cupboard Doors you can tackle every 
remodeling job from the right angle. 

Get the facts about these products from your 
jobber or, write us direct. You'll become more 
enthusiastic about going after profitable remodel- 
ing business in your territory. We have an 
interesting story for you. Action now means 
more business. 





FLUSH DOORS 


Watt PANEL 


AMERICAN FLUSH 
CUPBOARD DOORS 


a4 


AMERICAN PLYWOOD 
Cowporalon. 


NEW LONDON, WISCONSIN 





























WO MMYYI_ 
eck. 


“CENTER OF ACTIVITY” 
LOCATION IN 


MILWAUKEE 


Milwaukee’s BEST BUY in hotel 
accommodations. Right in the 
heart of the city, close to every- 
thing! 450 fine rooms with su- 
perior comfort. Friendly hospi- 
tality that travelers like. Coffee 
Shop and Cocktail Lounge. 

Garage and convenient 
Parking Lot. Excellence 
without extravagance. 


a es 
WITH BATH FROM 22 


WITHOUT BATH FROM $]65 
LEWIS S. THOMAS 






EL tt lt 
BY MILWAUKEE Hott Os 


WISCONSIN COMPa,, Z 
<Z rn Jz) 















INE 


4/7/77 N\A 
For many years the PEAVY name has stood for topmost lumber quality. 


AND SOUTHERN 
HARDWOOD 


Remember this name when you're needing Pine and Hardwoods. Our 
modern mills have up-to-date machines—every facility for quality produc- 
tion. Order from the firms here listed. Straight and Mixed Cars. 


PEAVY-WILSON LUMBER CO. inc. 


GENERAL SALES OFFICE, 
HOLOPAW, FLA. 


Extra Dense Virgin Long Leaf 
FLORIDA PINE ano CYPRESS 
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Use POL-MER-IK BaZa 


to avoid the dangerous burning line 


Too fast drying caused by adding too much dryer on 
the job, can burn the film, breaking down its protec- 
tive qualities. This shortens the life of the job. 


Use POL-MER-IK Boxed 


for correct drying time 


A chemical change takes place as fluid paint becomes 
a hard protective coating. Accurate control of this 
drying can be gained by using Pol-mer-ik Boiled which 
has been scientifically formulated to dry in not less 
than 8 hours or more than 12. 


Use POL-MER-IK Gord 


to avoid dangerously slow drying 


When drying takes more than 12 hours it unneces- 
sarily exposes the film to damage and injury from dust, 
rain, etc., which may spoil the appearance of the job. 
ARCHER-DANIELS MIDLAND CO., Roanoke Building, Minneapolis, Minn. 
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Avoid the 
Burning Line 


>) 81012 
| HOURS 
POL-MER-IK 
11| CORRECT 
ORVING 
| JME 


Avoid the 
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Lagging Line 


(7) Mme ead 





























WOLMANIZED LUMBER’ 


is ordinary wood made highly 
resistant to decay and termites 


Add long life to the other advantages of wood con- 
struction and you have a powerful selling argument 
in favor of wood. Designers and builders of war- 
time projects are learning this story firsthand. 
We're telling it to businessmen, government and 
industrial executives, architects and builders regu- 
larly in advertisements like this one. 

You may never sell the lumber for a pipe line. 
But the benefits obtained on a project like this one, 
and described here, will make it easier for you to 
sell lumber for ordinary, everyday construction. 

Wolmanized Lumber is long-lived because it is 
vacuum-pressure impregnated with a proved pre- 
servative. This makes it highly resistant to decay 
and termite attack. Its use introduces no new han- 
dling problems. It is clean, odorless, and paintable. 

We are counting on you to take care of the 
postwar demand that is being built up today. Wol- 
manized Lumber is distributed nationally through 
regular trade channels. American Lumber & Treat- 
ing Co., 1646 McCormick Building, Chicago, Ill. 


*Registered Trade Mark 


Welbuanaped 





sigh net 
This Pipe Is Armed Agains 
Internal and External Attack 


jobs 
wooD piPE LINES do ag 
better than metal. ar 
ane not afiect the purty =r. 
vaterials being cassie veh 
is sistant to attack DY a 
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“a add resistance to the 
YF outside elements. 


WARTIME INDUSTRY, profiting bY 

cetime experienct, age" 
09 s to build pipe e < 
Wolmanized Lumber. ad 
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and other solutions whic 
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Treating Company, 
Lumber Cormick Building, 
Chicago, Illinois. 
onegistered Trede Mark 


Re ee a re i, 





